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Symbol of 


assurance in 
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for over 23 years 





Your policy from American Title 
provides the most exacting safeguard 
of your mortgage investment. 
CAPITAL, SURPLUS AND American Title is one of the nation’s 
RESERVES IN EXCESS OF recognized leaders in the A 
FOUR MILLION DOLLARS title insurance industry. Ww. 





LICENSED TO WRITE TITLE INSURANCE IN Alabama, Arizona, Arkansas, Colorado, Connecticut, Delaware, Florida, Georgia, Indiana, Kansas, Kentucky, Louisiana, 
Maryland, Michigan, Minnesota, Mississippi, Missouri, Montana, Nebraska, Nevada, New York, New Jersey, New Mexico, North Carolina, North Dakota, Ohio, 
Oklahoma, South Carolina, South Dakota, Tennessee, Texas, Utah, Virginia, West Virginia, Wisconsin, Wyoming, District of Columbia, Puerto Rico and Virgin Islands. 
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Security litle 
is the new name 
in Los Angeles 
tithe Insurance 


Security Title Insurance Company has merged 

with the former Land ‘Title Insurance Company to 
provide you with a new standard of 

title services. A Security Title -long a leading California 
tithe company ~ Now serves you in Los Angeles 

with the most modern title plant in the world. 

QD Security Title now gives you state-wide service 
with offices and affiliates in 31 California 

counties. UA Security ‘Title now has a combined 


strengsth of assets ot over $23,000,000. 


Security Title Insurance Company 


- ~ FF 
Since 1920, growing to serve all California better ~ i” 
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MBA CALENDAR 


February 29-March 1, Midwestern 
Mortgage Conference, Conrad Hilton 
Hotel, Chicago. 


March 17-18, Mortgage Servicing 
Clinic, Mayflower Hotel, Washing- 
ton, D. C. 


April 4-5, Southern Mortgage Con- 
ference, Robert Meyer Hotel, Jack- 
sonville, Florida 


April 21-23, Western Mortgage 
Conference, Paradise and Jokake 
Inns, Phoenix 


May 2-3, Eastern Mortgage Con- 
ference, Hotel Commodore, New 
York 


May 19-20, Mortgage Servicing 
Clinic, Hotel Leamington, Minneapo- 
lis 


June 19-25, School of Mortgage 
Banking, Courses I and II, North- 
western University, Chicago. 


June 26-July 2, School of Mort- 
gage Banking, Course III, Northwest- 
ern University, Chicago. 


July 24-30, School of Mortgage 
Banking, Course I, Stanford Univer- 
sity, Stanford, California. 


July 31-August 6, School of Mort- 
gage Banking, Course II, Stanford 
University, Stanford, California. 


October 3-6, 47th Annual Conven- 
tion, Conrad Hilton Hotel, Chicago 
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banker’s | barometer 


PESSIMIST has been defined as a man who carries 
A an umbrella on a sunny day—an optimist as one 
who spends a rainy day dodging in and out of doorways. 

The investment banker is neither an optimist nor 
a pessimist. He is a realist who knows that it is better to 
be skeptical—and be sure. 

Considering a property loan the banker investi- 
gates all angles—prepares for any emergency, including 
the possibility of a successful legal attack on the validity 
of the title. He also knows that storm-proof protection 


against this element of risk is a TG insurance policy. 


THE TITLE GUARANTEE 
He company 


CHARTERED IN NEW YORK STATE IN 1883 
HEAD OFFICE... 176 BROADWAY, NEW YORK 38, N. Y., WOrth 4-1000 


Title Insurance throughout the states of New York, New Jersey, Connecticut, 
Massachusetts, Maine, New Hampshire, Vermont, Georgia 
and other states through qualified insurers 
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A TITLE POLICY IS ONLY AS 
THE COMPANY THAT ISS 





ann SANCE 
TRUST COMPany 


FATED 1893 








Every Title Insurance and Trust Company Policy is backed by... 


@ a sound, conservative management. 
@ assets of over $75,000,000. “Since 
@ complete land records. 


@ America’s largest staff of title specialists. ; 
@ over 65 years of experience. = “7 and 
rust Company 


433 SOUTH SPRING STREET, LOS ANGELES 54 
MAdison 6-2411 


1893" 





No wonder a safe, dependable T./. policy is California's 
best safeguard for buyers, builders, sellers and lenders. 


TITLE INSURANCE AND TRUST COMPANY OPERATES THROUGH BRANCHES, AFFILIATES AND SUBSIDIARIES IN 30 CALIFORNIA COUNTIES, AND 
THROUGH OTHER SUBSIDIARY COMPANIES, OFFERS COMPLETE TITLE SERVICE THROUGHOUT THE STATES OF NEVADA, OREGON, WASHINGTON. 
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T-I-C OFFERS “HOMETOWN” 
SERVICE IN 13 STATES 





NEBRASKA 


YOUR LOCAL T-I-C MAN IS 
FAMILIAR WITH YOUR LOCAL NEEDS 





He will give you rapid, dependable title insurance 
service——backed by T-I-C's financial responsibility. 


T-I-C is now associated with CHICAGO TITLE AND 
TRUST CO. as a subsidiary corporation. 


TITLE INSURANCE CORPORATION 
OF ST. LOUIS 
810 Chestnut, St. Louis, Mo. * MA 1-0813 
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ROMPTNESS 





Today’s swift-moving real estate transactions 

call for title insurance that is handled with dispatch. 
Many mortgage lenders save valuable time 

through special, made-to-order procedures especially 


developed for them by Louisville Title. 


INSURANCE 
COMPANY 





LOUISVILLE TITLE 


HOME OFFICE * 223 S. FIFTH STREET + LOUISVILLE, KENTUCKY 
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Peak here—or just ahead—in the sharp climb in interest rates, 





scarcity of money? No prediction is offered but as an illustration of 
the rapidity of change in a market like the present one, note the vari- 
ous comments on the subject in this issue. Most look for a continued 
high level of interest rates, little change for the first six months. 
And most of these observations were made from mid-January on. Would 
they all forecast precisely the same thing today? Possibly so; but 
nevertheless there is just the slightest inkling, the smallest possibil- 
ity, that maybe the climb may have reached peak. One bit of evidence: 
a few basis points better prices for government bonds, other financing 
as well. But if—and just if—there has been a change and it's come as 
suddenly as it might appear, it could vanish as quickly as it came and 
make even these cautious observations entirely out of date before 


they're printed. 


A central mortgage bank is an idea that's been tossed around almost 
annually for the past two decades, almost since the birth of FHA. It's 
taken many forms, has had many different sponsors. Still no central 
mortgage bank but we have had an RFC Mortgage Company, and various ver- 
sions of FNMA. The possibility is that there will be no central mort- 
gage bank in 1960 but there does seem to be, at this moment, more firm 
and interested support for such a project than ever in the past. 





Is it needed, what would it do? The objectives are the same as they 
have always been: a device to insure an even flow of mortgage funds for 
building, to get around the recurring periods of money drought and to 
give a stability, as its sponsors say, to this business of mortgage 
financing it has not heretofore enjoyed. In format, it would be some- 
thing like the Federal Reserve, an instrumentality that would buy mort- 
gages and issue its own notes and debentures against them. And as for 
sponsors, it is the National Association of Home Builders which is ac- 
tively promoting the Bank now. 





NAHB hasn't, at the moment, furnished a completed blue print of 
every detail of the proposed Bank but its objective is "to stabilize the 
mortgage market, to curtail over-expansion and make it possible for 
mortgages to compete effectively with other investment media.” It is no 
"panacea for all money problems," says the announcement and is not de- 
signed to open "a back door to the Treasury for general use of Treasury 
funds to support the mortgage market." 


Among other things, there is a stipulation that the debentures the 
Bank could issue would be eligible for purchase by the Treasury "when 
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such action is necessary to support the market or stimulate the con- 
struction of housing" and a further provision is that the President has 
the power to settle differences of policy and procedure between the Bank 
and the monetary authorities. Both of these stipulations, it has been 
pointed out, would, in effect, insulate the mortgage market from the 
effects cf monetary policy. Speaking before the Home Builders in Chi- 
cago, President Bass said that "I am unable to see how mortgage financ- 
ing can be insulated from the forces of the market and the impact of 
Treasury and Federal Reserve moves." 


Format and functions are not yet clear but the initial capital, of 
course, is coming from the Federal Government. More capital is to come 
from users of the new institution in a manner not yet determined but 
there is this significant word in the preliminary announcement to the 
effect that initial subscriptions would be "nominal." The Bank would 
have power, subject to limitations set by the Congress, to determine the 
interest rates charged by it but also by all investors in FHA and VA 
mortgages, these rates to be calculated on the basis of the cost of 
money to the Bank plus the cost of the Bank's operation. "The prices 
paid for mortgages should at all times be at a level that permits and 
encourages the usual investors in mortgages to continue their direct 
purchases from originators," it is stated. What are the prospects? 





There are two Alabamans, both with towering prestige and power in 
the Congress for anything having to do with housing and housing financ- 
ing. They are Sen. John Sparkman, Chairman of the Banking and Currency 
housing sub-committee and Congressman Albert Rains with a comparable 
House position. Both favor a central mortgage bank. Sen. Sparkman re- 


cently said: 





"I think that something like a central mortgage bank must be cre- 
ated if we expect to achieve stability in homebuilding.” 


Congressman Rains, in speaking to the builders, was more specific: 


"IT am convinced that we have too long delayed in providing a really 
effective Central Mortgage facility. . . . I am convinced that the Cen- 
tral Mortgage Bank will supply one of the answers to this long-range 
problem. Once the emergency housing legislation is disposed of, I will 
make every effort to achieve passage of the Central Mortgage Bank recom- 
mended by your organization. I am sure you will appreciate that the 
legislative road in Washington is a rocky one, and I cannot promise that 
every detail or even every important plank of your Central Mortgage Bank 
plan will be adopted. But I can pledge my support in attempting to 
write into the law the basic features of your proposal." 


Most people would say that the prospects are not too good at the 
moment in view of the Administration's present monetary policy. Getting 
a bill through Congress might not be impossible but Administration ap- 
proval would certainly appear extremely doubtful. In any event, the 
central mortgage bank idea is back again with some steam behind it. 
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Quotes 





WHAT HOUSING NEEDS 
Said Sen. A. Willis Robert 
(Dem. Va.), Chairman, Senate Bank- 
ing and Currency Committee 
‘The 
for the 
and downs in housing, aside from the 


ton 


think, 


reduce the 


most effective way. | 


Congress to ups 
Statutory interest 
VA 


balance the 


elimination of the 
FHA 
would be to 
budget An 
budget means that the 


and mortgages, 
Federal 


Federal 


rates on 


unbalanced 
Treasury must 
go into the capital market and borrow 
billions of dollars in competition with 
other Fiscal 1959's 


$12 billion deficit imposed a drain on 


users of money 
capital markets which could not help 


but push interest rates up substan- 


tially 

‘If the Congress will eliminate the 
inflationary drain of an unbalanced 
Federal budget on capital markets, | 
am convinced that the housing indus- 
try can compete on equal terms with 
There still will 


other users of credit 


be occasions when it will be necessary 


to tighten up on credit generally in 
the interest of a sound and stable 
economy, and there still will be oc- 


casions when it is necessary to relax 


a sound and 


interest of 


credit in the 


LAND TITLE 


SERVICE 
COVERS 


OHIO 





’ 
j 
mera ogee $ 


CHARDON - 


ALLIANCE - 


CINCINNATI - COLU 


stable economy. As a of credit. 
the housing industry should be subject 


to the general policies applicable to 


use! 


the use of credit.” 


NO CAUSE FOR WORRY 
Said Julian B. Baird, Under Secre- 
Monetary 


lary of the Treasur) for 


Affairs 

“Some who opposed removal of the 
+4 per cent ceiling last summer er- 
that resultant 


borrowing on 


any 
Treasury long 
bonds would tend to reduce the avail- 
ability of credit for home building 
and also contribute to higher rates on 
real estate mortgages. We told these 
people that, if and when the ceiling 


roneously argued 
term 


is removed, we would have no inten- 
tion of flooding the market with long 
Ou issues for 


relatively 


term securities. new 


cash would be modest in 
amount, and most of our debt length- 
ening would be effected by refunding 
which were origi- 
still held by 
investors—a number of 
advance of their final 


This technique, of advance re- 


outstanding bonds 
nally long term and are 
long term 
years in ma- 
turity. 
funding, would avoid the impact on 


capital markets that arises from Treas- 


57 Years Ex 








Py: 


A 4 


DAYTON - ELYRIA - JEFFERSON - 


Sa ey Sees 


BUS - 
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pete? eS 


MEDINA - PAINESVILLE - RAVENNA - YOUNGSTOWN 


ury sales of long term securities for 
cash or in exchange for maturing is- 
sues, in which case the character of 
ownership necessarily must be shifted.” 


THE MORTGAGE BANK AGAIN 

Said Congressman Albert Rains to 
the Home Builders Annual Conven- 
tion: 

“I am sure you will appreciate that 
the legislative road in Washington is 
a rocky one, and I cannot promise 
that every detail or even every im- 
portant plank of your Central Mort- 
gage Bank plan will be adopted. To 
meet the immediate problem, I have 
introduced the emergency home own- 
ership bill which will set up a $1 
billion loan fund to provide GI and 
FHA loans for lower priced housing. 
For the longer run, we need a more 
effective secondary market mechanism. 
but the immediate problem is to over- 
come the squeeze of ‘tight money’ on 
the home buying public.” 


SOFT MONEY ows. HARD 
Said Fred C. Scribner, ]r., Unde 
Secretary of the Treasury: 
“Removal of 
new issues of 
Treasury bonds, by permitting the 
lreasury to manage the debt in the 


the +% per cent 


ceiling on long-term 


least inflationary way, would actually 


work for lower—not higher— interest 


rates. Today, the American people 
must make a decision. They can 
choose artificially low interest rates 


perience in Ohio Titles 






ag 
LANOTITLE 
CUARANTEE 








\ 4 


= 








created by soft money, and accept the | 


inflation that results. The other choice, | 


which I trust they will adopt, is to 
support flexible interest rates, and 
thus fight inflation. The latter course 
will lead to healthy, long-lasting, and 


rewarding growth.” 


WHERE'S THE MONEY? 
Said Dr. Arthur A. Smith, Vice 
President and Economist, First Na- 
tional Bank in Dallas, at the MBA- 
SMI "Se nior Exe cutives Confe rence: 
“With fear of more inflation over 
the decade ahead still influencing our 


people as well as foreigners, vast | 


sums of money are bound to continue 
flowing into non-fixed dollar commit- 
ments as a hedge. Fear of inflation 
tends also to encourage people to bor- 


row more and save less. 


“Now there’s where the money is 
going. Shall I leave it to you to 
figure out where it is coming from? 
Will the people’s savings be enough 
when added to the repayment of 
loans and to accumulation of insur- 
ance reserves and to depreciation re- 
serves) to meet the demand? The 
answer is a resounding No. Will the 
banking system create enough credit 
to make up the difference? The 
answer is not if the Federal Reserve's 
present policy remains unchanged. 

“What will be the outcome if the 
Fed holds the line? Answer: Either 
considerably higher interest or a 
downturn in economic activity. If the 
Fed does not yield, I am predicting 
a downturn in the economy which 
will bring considerable easing in the 
money market within 12 months. 


“Let’s not count too heavily upon 
the Fed continuing to hold the line. 
This is an election year. No telling 
how much political pressure will be 
put on the Fed—maybe as much or 
more than the pressure on the steel 
companies. 


“Also let’s not expect the removal 
of the 4% per cent limitation on the 
Treasury, if such removal should oc- 
cur, to change things much in total- 
ity. If the removal is accomplished, 
then the Treasury will be thrown in 
competition with all who are in the 


long-term market and less in compe- | 


tition with those in the short-term 
market—but the Treasury will still be 
a competitor.” 


| 
| 
| 
| 
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1. Inland Mortgage Corporation originates and brokers VA, 
FHA, and Conventional mortgages. 


2. Availability—over 20 states. 


3. Inland mortgages are owned by nearly 300 financial 
institutions. 


4. Wide range of investments available—one mortgage 
or hundreds. 


5. Immediate or deferred delivery. 


6. Fast processing, using latest IBM equipment. 


Our services are available to individuals or mortgage brokers, and 
to mortgage, financial, investment, insurance, or banking firms. 


Contact us today. Call, wire, or write J. J. Flynn, Executive Vice 
President, Inland Mortgage Corporation, 501 So. College St., Piqua, 
Ohio. Telephone PRospect 3-7550. 


Inland Mortgage Corporation 


PIQUA, OHIO 
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REGARD FOR MORTGAGES 

Said Saul B. Klaman, director of 
Research of the National Association 
of Mutual Savings Banks at the MBA- 
NYI Executwes 

“In the 14 post-World War II years, 
while total bank 
creased by $22 billion, mortgage hold- 
$20.5 
Mutual sav- 
entering the 1960's 
holdings at a 


Senior Conference: 


savings assets in- 


ings increased by billion or 


more than nine-tenths. 


ings banks are 


with their mortgage 


record 64 cent of assets, com- 
pared with little over one-fourth at 
the end of the and 
peak of 55 per cent in the late 1920's. 
If the predicted investment capital 
for 1960 is available, the proportion 


bank 


will have increased to 65 per cent by 


per 


wal a previous 


of savings assets in mortgages 


the end of 1960 I would be sur- 
prised if savings banks and mort- 
gages did not become friendlier and 


friendlier throughout the decade olf 


the Sixties.” 


WARNING FOR TOMORROW 
Said President Ei 


budge { message: 


enhower in his 


“Special assistance for these 


FNMA 


transitional, 


mortgages is intended to be 
and an increasing 


total 


pro- 
portion of financing should in 


the future be obtained from 


With 
quirements in excess of $1 billion al- 


private 


sources annual financing re- 
ready in sight for these programs, the 
with the full 


and active support of local communi- 


need can be met only 


ties and private financial institutions.” 


FALSE STIMULATION 

Said Norris O. Johnson, 

dent, First National City 

New York to 
York MBA: 

“We are properly proud of the fact 


vice prest- 
Bank of 
Ne ai 


members of the 


that more than 50 per cent of Ameri- 


can families own their own homes. 


But we must recognize that when the 
Federal Government through the Vet- 
the Federal 


Housing Administration, puts its credit 


erans Administration or 
worthiness behind the home buyer, it 
the number of 
Naturally it has 
these de- 


enormously increases 


eligible borrowers 
difficult to 


mands 


been meet all 


“Attempts to pour more money into 


home building, reducing down pay- 


ments and extending mortgage ma- 


turities, have had unfortunate con- 
sequences of spurring the rise in 
construction costs, requiring still more 
money. 

in terms of 
to have a 


‘It is a helpful thing 
broad economic stability 
seemingly insatiable demand for mort- 
gage money. It means that savings 
will never go to waste, for very long 
anyhow. But construction activity 
needs to be held in restraint during 
periods of boom. When we overbuild, 
the future too far 


and anticipate 


ahead, we are apt to get a long and 
deep depression. At least that has 
happened in history.” 

A WAVE OF THE FUTURE 

Said Carl T. Mitnick, 
NAHB president: 

“One of the biggest developments 
in housing in the next 10 years will 
be an increase in production of homes 
for senior citizens. With more people 
than ever living longer, there will be 
at least 100,000 homes a 


retiring 


a need for 









DETROIT 


AND 


MICHIGAN 
TITLE INSURANCE 


TITLE INSURANCE on both Owner’s and Mort- 
gagee’s Policies anywhere in Michigan. Prompt 
and dependable service from Michigan’s Oldest 
Title Insurance Company. 


ABSTRACTS and TAX reports on real property in 
metropolitan Detroit. We act as ESCROW Agents 
in all matters involving real estate transactions. 





ABSTRACT & TITLE GUARANTY CO. 


735 GRISWOLD -: 


DETROIT 26, MICHIGAN 

















F. H. A. and V. A. Mortgages Sold 


New Servicing Accounts Established 


Exclusive Representation 





200 East 36th Street 





FRANK McREDMOND 


New York 16, New York 
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year for elderly for each of the next 
10 years. This rock bottom minimum 
of one million new homes for the re- 
tired may well be exceeded. I hope 
it will. 

“A certain number of the elderly 
today do not have the financial means 
to be self-supporting. They must rely 
on family or institutional care. But 
with the expansion of social security 
benefits and pension plans that is 
clearly the trend, I predict that the 
elderly person without income to sup- 
port himself will very soon cease to 
exist. 

“The housing industry will do its 
part in building homes for this group 
in our population. But the govern- 
ment must provide some of the neces- 
sary vehicles. Homebuilders need more 
statistics and research in the field if 
they are to plan effectively for hous- 
ing older people. The government 
could provide a helping hand here. 

“I would like to see Congress lower 
from 62 to 60 the age at which a 
person may qualify for rental housing 
which would be built under FHA in- 
surance when and if this provision of 
the 1959 housing act is put into effect. 

“Most of the housing for 
persons has been single unit homes. 
They will continue to be built. But 
there will be a vast increase in multi- 
unit dwellings for persons of 60 or 
over. I believe this will come in both 
high-rising apartments and garden- 
type apartments. 


retired 


“Much of the multi-unit structures 
will be built in the heart of cities, re- 
placing blighted and slum areas. I 
have found the elderly like to con- 
tinue living in an area where they 


have their roots. They like being 
within easy reach of their children 
and grandchildren, in case, for in- 


stance, of illness.” 


VIEW OF TIGHT MONEY 

Said Sen. John Sparkman of Ala- 
bama to the Home Builders: 

“I believe that tight money condi- 
tions occur as a result of monetary 
and fiscal policies designed to restrain 
economic activity. I believe that these 
plans are made in the knowledge that 
they will have a disproportionately 
severe effect upon the homebuilding 
industry. I believe that the instability 
caused by the fulfillment of these 
plans is undesirable. I further believe 
that this undesirable result of mone- 


tary and fiscal policies—whether acci- 
dental or deliberate—should not be 
permitted to continue.” 


STEEPEST INFLATION 
Says House © Home: 
“Steepest price inflation has been 
the price inflation in land (8 per cent 
annually), but nobody is doing any- 
thing to stop it. The only way 
land price inflation can be prevented 
is to tax land much more heavily, 















1301 Main 
Dallas 


shifting a substantial part of the local 
tax burden now carried by improve- 
ments to the land itself. Taxes are the 
only important costs a land speculator 
must pay, so taxes are the only brake 
on the price of land, which reflects 
the capitalized margin between the 
rent the land can be expected to earn 
and the tax burden it can expect to 
carry. The bigger the land tax the 
smaller this margin will be and the 
less chance of big profits in land spec- 
ulation.” 


Title Service 
To Investors in 


Mortgage Loans 


Since 1906 


For information on 
agencies in all 

four states, write our 
Home Office. 


Dallas Title and Guaranty 


Company 











ATTENTION: 


51 EAST 42ND STREET 





MORTGAGE ORIGINATORS 


Our business is selling FHA and VA Mortgages to the 
secondary market. If you seek Takeout Commitments, 


we urge you to consult us. 


EDWIN F. ARMSTRONG & COMPANY 


MURRAY HILL 2-1176 


NEW YORK 17, N. Y. 
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WRONG CULPRII 
Says Dr. Gordon W. McKinley, Dt- 
of Economic Research, Pruden- 
tial Insurance Co 

“There is no reason to believe that 
there is any degree of easy money, or 
inv rate of inflation, which will en- 
able the Federal Reserve to escape 
from exactly the same dilemma which 

faces today under a policy aimed 
it stable prices. Putting it another 
way, it is naive to assume that labor 
und business units will, under a policy 
of inflation, suddenly develop a mod- 
eration in their wages and price de 
mands which they are unwilling to 
exhibit under a policy of stable prices 

What, then, can we conclude with 
respect to the principal criticism lev- 
eled in recent vears against Federal 
Reserve policy I think our conclu- 
sions should be 

‘First. as long as strong labor unions 
secure wave increases in CXCCSS ol pro- 
ductivity and strong corporations are 
ible to pass these costs along in the 
form of inflated prices, it will be diffi- 
cult consistently to maintain a high 
level of employment 

‘Second, this same difficulty will 
exist no matter what the price policy 
of the Federal Reserve. It will be as 
difficult, and probably more difficult, 
to maintain high employment with 
easy money and inflation, as with 
stable prices. 

‘Third, the critics of the Federal 
Reserve are mistaken in believing that 
an inflationary monetary policy would 
produce higher employment or more 
rapid economic growth 

‘Fourth, the threat to employment 
and growth is not monetary policy, 
but wage and price policy and the de- 
gree of labor and business monopoly 
which makes current wage and price 
policy possible 

“If these conclusions are correct, it 
would be a mistake for the Federal 
Reserve to abandon its attempts to 
achieve stable prices. Nothing would 
be gained by accepting inflation. In- 
lation would, in fact, intensify the 
monopolistic practices which lead to 
unemployment and slow growth. In 
the second place, even though Federal 
Reserve policies have not been en- 
tirely successful in achieving price sta- 
bility, they have been successful in 
calling attention to the underlying 
causes of inflation and unemployment. 
The Federal Reserve is still used as 


the whipping boy, but there is grow- 
ing awareness—even among the 
strongest critics of monetary policy 

that some of the most important 
causes of unemployment and inflation 
lie outside the sphere of monetary 
policy and cannot be corrected by 
monetary policy, regardless of whether 
such policy be restrictive or inflation- 
ary. This suggests that the attention 
of Congress might well be shifted 
away from attacks on the Federal Re- 
serve for a supposed failure to ensure 


rapid growth and toward the basic 


deficiencies in both the private and 
vovernment sectors of the economy 
which constitute the real barriers to 


such growth. 

“In short, then most current attacks 
on Federal Reserve policy are directed 
at the wrong agency, and propose the 
wrong remedy. It is not monetary pol- 
icy which has inhibited our growth 
rate, but wage and price policy. The 
deficiencies in our wage and price 
policy cannot be remedied by any 
monetary policy, restrictive or infla- 
tionary.” 








Interest Table 


Extraordinary... 


Six and one-half pounds of 
numbers, three and a half 
million digits are vours in 
the new “Financial Simple 
Interest ‘T'ables” which has 
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every “4 % from 3% to 7% 


(also 7% % and 8%), each 
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(GZ 


s. | 
Selectivity with Security 





J. LUDINGTON Inc. 


TRIANGLE BLDG. - ROCHESTER 4, N.Y. + Phone BAker 5-3830 






FH. A. G.I. 
MORTGAGES 


in all sections of the 

United States carefully screened 
by our experienced staff. Maximum 
Service and Maximum Yield 


ae x 












14 THE MORTGAGE BANKER + February 1960 








Help Yourself ....and Help Your Investor .... 


By ordering any — or all — of these forms and booklets which your Association is pleased to make 
available to you. 


Residential Appraisal Report for Conventional Loan: Newest addition 
to MBA-standardized forms, it conforms in size and style with the real estate loan application form 
previously introduced and includes all major items of information required by investors. Your inves- 
tor will appreciate its convenience. Room at the top is allowed for imprinting — your own firm 
name, or perhaps the name of the appraiser. Available in pads of 100. Prices, including imprint- 


ing, are: 


Application for Real Estate Loan: Its concise yet complete contents make it the 
standard loan application long needed by our industry. [t continues to gain in widespread usage. De- 
signed to eliminate as much duplication as possible, it is concerned primarily with terms and condi- 
tions of the mortgage, with sufficient property and borrower description to identify the appraisal and 
credit reports. Available in pads of 100. Prices, including imprinting, are: 


Personal Financial Statements: An indispensable aid and one which will provide 
both you and your investor with concise, orderly financial information on your borrower. Available 
in pads of 100. Prices include imprinting of firm name and address: 


Ria. 6h b-cceieemneatind $2.50 er are $ 7.50 
re $6.25 ee ree $12.50 
ee rere $19.00 


FHA Payments at a Glance: Newly revised as of November 1. this newest edition 
includes an expanded down payment requirement section. Every mortgage company making FHA 
loans will find this book of great help — and placing a copy in the hands of every FHA borrower will 
be good business. Have your firm name imprinted on the cover. Costs are: 


Less than 100... .35e each errr ere $190 
eee re $ 29.00 er ere $320 
ile diins akin shchcolasae $ 78.00 ere $450 
ee er $115.00 Imprinting ........ $4.00 Additional 


MORTGAGE BANKERS ASSOCIATION OF AMERICA 
L111 West Washington Street, Chicago 2, Il. 


Please send me: 


Copies of the Residential Appraisal Report for Conventional Loan Cost:- 





Copies of the Application for Real Estate Loan Cost :- 
Copies of the Personal Financial Statement Cost :_ 
Copies of FHA Payments at a Glance Cost :- 
My check in the total amount of __ is enclosed. 


The imprinting I want (on booklet cover please limit to firm name, address, telephone 
number and short message totaling not more than five lines: on forms please limit to 
ee cavicoksiemaiaibaiialinaa’ 


These materials 
are available to 


MBA members only. 
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NEW VENTURE IN HOUSING 


If, i he nm you heard Gov. 


Rockefeller at last year’s Convention, 


you were thinking about him more as a possible next president than what 


he had to say, this then is what he was talking about. With emphasis 


on middle income housing and financing for it, New York State 


has a comprehensive program going that’s comparable to the 
Federal array of housing efforts and there’s also “a little FHA.” 


who were on hand 


EMBERS 
M when New York’s Governor 
Nelson A. Rockefeller the 
MBA Convention last September will 


recall that in discussing the broad sub- 


addressed 


ject of “better housing’’—one of the 


major challenges of the new decade 
now upon us, the Governor empha- 
sized that this country can expect an 
increased demand for middle-income 


housing. And, in referring to “our in- 
ability to build an adequate supply 
of middle-income housing in our cit- 
ies,” he pointed out that this failing 
is but one aspect of the larger problem 
of urban renewal. 


That this is an urban problem ol 


unportant magnitude, the Governor 


has no doubt—and, as he foresees 1t 


capital will be required on a very 


large scale to do the job which will 
be required in the next few years. 
Suggesting that the answer to the 
problem might be found by looking 
deeply into the possibilities for action 
as well as by 


by private enterprise 


government—Governor Reckefeller 


cited his own state’s new middle-in- 
come housing program as one working 
example of how it is possible to bring 
private capital into the financing of a 
the 


special province of governmental fi- 


program previously considered 
nancing. 

The New York program is intended 
to stimulate the construction of hous- 
ing for middle-income families in cit- 
ies throughout the state, supplement- 
ing other governmental programs that 


have provided housing for low-income 














TEMPLETON 8-9100 


families in the cities and for middle- 
income families largely in the suburbs. 
Actually, it is a development out of 
an earlier program, started in 1955, of 
State loans in the form of 90 per 
cent mortgages to builders of limited 
profit housing. 

When in January, 1959, the Gov- 
ernor first appointed a task force to 
the State’s housing programs, $100 
million in funds already were avail- 
able. On the recommendation of the 
task force group, headed by General 
Otto Nelson of the New York Life, 
legislation was enacted to triple the 
amount of housing these funds would 
build—by the participation of $200 
million in private capital from in- 
surance companies and banks. 

Subscriptions already have been re- 
ceived by the corporation for $45 mil- 
lion, with savings banks and insurance 
companies participating in roughly 
equal amounts. Solicitation of com- 
mercial banks and savings and loan 
associations also is scheduled. To 
cover the group’s operations during 
1960, plans call for the raising of $67 
million from such private investors— 
a sum which will be supplemented by 
$33 million of State funds. 


The device for administering these 





| Hurd & Co., Inc. 


660 MADISON AVENUE, NEW YORK 21, N. Y. 


Specialists in large-scale commercial and industrial mortgage 


Jimancing and in the arranging of purchase-leases. 
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PARTNER, EASTMAN DILLON, UNION SECURITIES & CO. PARTNER, BREED, ABBOTT & MORGAN 


DISQUE D. CEANE 
PARTNER, EASTMAN DILLON, UNION SECURITIES & CO. 


RICHARD M. HURD, JR. 
HURD & CO., INC. 

















16 THE MORTGAGE BANKER + February 1960 








funds is the Limited Profit Housing of Housing will service all mortgages 

Mortgage Corporation. At present it made under the program, no adminis- for 

is managed by a temporary board of _ trative costs will be incurred by the TITLE INSURANCE 

13 directors appointed by Governor corporation and the full $300 million 

Rockefeller. A permanent board will will be available for housing loans. in 

be elected after the $67 million in It has been estimated that this amount 

private subscriptions has been ob-_ will finance 20,000 to 25,000 middle- 

tained. income rental or co-operative units, 
Ultimately, of course, the Corpora- with builders contributing 10 per cent 





tion goal will be the raising of the of the cost. 

$200 million in private money to go The State money will be loaned on 
with the $100 million of State bonds. a 50-year basis at an expected interest 
Since the New York State Division rate of 4 per cent. The private money 
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Get copies in seconds! Up to 90 copies per hour! 
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NO CAUSE FOR PANIC BUT- 


Uncle Sam says you will now be expected to show justifiable 
evidence for expenses which are claimed as tax deductions . .. 
and he would like our help in making this new set of rules clear to 
you. The IRS has ventured forth on a new campaign to end 


what it believes are abuses in this field. 


S ONE phase of the U. S. In- 
ternal Revenue Service’s current 


efforts to combat and eliminate tax 
abuses in entertainment and employee 
expense accounts, MBA—and all ma- 
jor trade associations in the country 

has been asked to cooperate by 
publicizing among its member firms 
the efforts which the Service is making 
to curtail abuses in this area, and also 
the changes in the corporate income 
tax returns which will assist the Serv- 
ice in its audits of expenditures for 
travel and entertainment. 

In calling upon all leading business 
and trade associations to join with the 
Internal Revenue Service in an all- 
out campaign to put down such 
abuses, Commissioner Dana Latham 
emphasizes that in so doing, the Serv- 
ice is “acting within existing laws.” 


will be loaned at rates and over a 
period of years to be determined by 
the board as it develops by-laws for 
the corporation. Present indications 
are that this money will be available 
at 5¥Y per cent for 30 years, one-half 
of one per cent below the going rate. 

In justifying the need for support 
of middle-income housing in the cities 
of New York State, the task force 
group said in its final report to Gov- 
ernor Rockefeller, “There is a clear 
and demonstrable need that the im- 
balance between suburban family 
homes and urban apartments be cor- 
rec ted 

“This can be done only by the ini- 
tiation of governmental policies as 
favorable to the provision of middle- 
income rental or co-operative housing 
centrally located in cities as the Fed- 
eral housing program in the past has 
helped single-family home ownership 
in the suburbs. 

“As great as is the need for middle- 
income families for housing centrally 
located in our cities,” the report con- 
tinued, “even greater is the need of 
our cities for these middle-income 
families as citizens, consumers and es- 
sential members of the labor force.” 


“Our joint efforts,” he said, “might 
achieve results that restore 
public and Congressional confidence 
in our ability to deal with the prob- 
the aid of additional 


would 


lem without 
laws.” 

Specifically, MBA has been asked 
to take the following steps: 

> To emphasize to members the 
importance of seeing that the abuses 
now existing are corrected. 

> To explain to members the rea- 
sons for the steps now being taken by 
the Interna! Revenue Service and to 
urge full cooperation with the Serv- 
ice: by promptly making any changes 
in their reporting and accounting sys- 
tems necessary to supply the informa- 
tion required, and by reporting that 
information fully and accurately on 
the 1960 tax forms. 

> To urge members to discontinue 
or refrain from practices that make 
it more difficult for the Service to 
determine the true amounts of com- 
pensation paid to employees. 

> To urge members to maintain a 
system requiring an adequate ac- 
counting from their employees for re- 
imbursed expense account allowances 
and to inform their employees that 
nonaccountable allowances or excess 
reimbursements must be reported in 
gross income on the employees’ indi- 
vidual income tax returns. 


> To inform members to, in turn, 
inform their employees that they must 
answer the questions on their tax re- 
turns relating to expense accounts and 
that they must include in their gross 
income expense all allowances and 
reimbursements when this is required; 
also, that failure to do this may ex- 
pose the employee to certain penalties. 

The Revenue Service has indicated 
that it does not consider the steps 
now being initiated as unreasonable, 
nor will these steps require expensive 
or burdensome compliance efforts. 
They will be administered with com- 
mon sense and practical judgment, 
and in a manner that will present no 
difficulties to anyone who tries hon- 
estly to comply. 

Pointing out that the Service has 
neither the authority nor the desire 
to tell businessmen how they should 
spend their money, Commissioner 
Latham does assert, however, that it 
has a responsibility to enforce the tax 
laws, and it intends to do so. 

He advises further that anyone de- 
siring to submit written comments on 
these new reporting requirements may 
do so, by writing to the Commissioner 
of Internal Revenue, Washington 25, 
D. C. All such comments submitted 
will be considered, and any revisions 
warranted in the contemplated new 
reporting requirements will be made. 

Even though the final requirements 
might be amended somewhat on the 
basis of comments received, the Com- 
missioner suggests that employers gear 
their record-keeping beginning Janu- 
ary | of this year, so as to enable 
them to report in their income tax 
returns for years beginning after De- 
cember 31, 1959, the type of informa- 
tion presently contemplated. 








Protect your mortgage investments wich 
Berks Title Insurance policies. Berks Title offers full 
service to corporations and individuals who buy, lease or 


otherwise invest in real estate. 
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LOAN SURVEY 
IS UNDERWAY 


A nationwide sample survey de- 


signed to obtain new information 
from lenders with mortgages on resi- 
dential properties has been started by 
the bureau of the census. It is the 
second phase of the Bureau’s Residen- 
tial Finance program which is a part 


of the 1960 Census of Housing. 

In the initial phase of the program, 
census questionnaires were mailed late 
in 1959 on a sample basis, to owners 
of rental properties and to owners 
who occupied their homes requesting 
mortgage and other financial data on 
such housing. The bureau then mailed 
questionnaires to lenders holding 
mortgages on properties covered by 
the survey. 

It is expected that only a fraction 
of one per cent of the mortgage loans 
in any lender’s portfolio will be in- 
cluded in the sample. 

Che information obtained will fur- 
benchmark on the status 


nish a new 


ULTRA HIGH SPEED IBM 


ELECTRONICS MAKES LOAN 


PROCESSING AT 


THE COLWELL COMPANY 


SIMPLE, FAST, 
ACCURATE 


Kj Snire 


BOULEVARO ° 


of mortgage financing in the United 
States. The survey will provide up- 
to-date information essential to finan- 
cial institutions, the construction in- 
dustry, housing research organizations, 
government agencies, and many other 
that would 
available. The mortgage 
dustry and real estate research organi- 
zations are represented on a Techni- 
cal Advisory Committee, of which 
MBA is a part, which has been work- 
ing with the Census Bureau in plan- 


users, not otherwise be 


finance in- 


ning the survey. 

The forms sent to lenders will pro- 
vide separate sheets for reporting on 
the first mortgage and on the junior 
mortgage, if any. Several of the ques- 
tions in the mortgage lender form are 
similar for both first and junior mort- 
gages, such as name and address of 
mortgage holder, Government insur- 
ance status, if any, and date, term, 
interest rate, original amount, unpaid 
balance, and amount of regular pay- 
ments required. 

Che questionnaire will ask the type 
of mortgage holder, such as commer- 
trust mutual 


cial bank or 


savings bank, savings and loan asso- 


company, 


ciation, life insurance company, mort- 
vage company, or individual. 

In addition, data will be collected 
for mortgages made during the years 
1958 and 1959, to recent 
trends in mortgage market activity. 
In particular, the present mortgage 
holder is asked how, when, and from 
acquired 


measure 


whom the mortgage was 
and what price the present holde: 
paid for it. For junior mortgages, in- 
quiry will also be made to determine 
whether the was the 
builder, the former owner-occupant, 


present holder 


or some one else. 


>» DOLLAR DROP: The dollar is 
worth less today than at any time in 
history, less than when the Constitu- 
tion was adopted, says the U. S. 
Chamber. In this 20th Century, within 
the lifetime of still 
working, the purchasing power of the 
dollar has dropped from 100¢ to less 
The value of savings and 


many persons 


than 29¢. 
pensions and insurance has dropped 
accordingly. 

The chief cause of inflation is not 
hard to identify, the Chamber says. It 
is excessive, deficit spending. 


PAUL NORDQUIST 
VICE PRESIDENT 


TS OF THE NAT 
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are as familiar to investors in real estate 
and real estate securities as is their own Main Street. 


That's because Lawyers Title extends its 
unsurpassed national title service and protection 
through entirely localized facilities. 


It's wise to be sure—When dealing in title 
matters, always look to the organization with 
the identifying corporate signature and 
trademark . . 
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Home Office - Richmond. Virginia 


TITLES INSURED THROUGHOUT 44 STATES, INCLUDING HAWAII; 
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NATIONAL TITLE DIVISION OFFICES: CHICAGO «+ DALLAS + DETROIT + NEW YORK 
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“Wortgage Banker 


EVEN HIGHER 
INTEREST 
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T seems beyond question that 1960 
] will be the most hectic 
years our money and capital markets 
have ever had in peacetime—at least, 
all signs point that way. 


one of 


The pressures have never been more 
complex. More specifically: 


>» A determined attempt is being 
made to turn monetary policy into a 
political football in the name of 
growth in the economy (and 1960 is 
an election year!). 

» A policy of rigorous credit re- 
straint is being followed although our 
inflationary pressure is largely of the 
cost-push variety. 

>» A world-wide dollar shortage has 

in one of the most striking about- 
faces in financial history—turned into 
such an over-supply that the interna- 
tional value of the dollar must be pro- 
tected despite a substantial outflow of 
gold during the past two years. 

> Serious proposals for further re- 
duction of the gold control of our 
dollar are being made, even by con- 
servative commercial bankers. 

>» People want to spend more, bor- 
row more and save less—a manifest 


Q RATES ARE 


+ AHEAD 


SAE AAR Whats Se ae a Ps Ee te 8 Se a ROM? Ae OE Se oe PS Pe Pay new Kos 
PSAs SES De fen one Rie eS Bae ee Sy Oe een rasa ea OA gto: Gat POY 


By Raymond Rodgers 





future. 


If you’re looking for a break in the 
present high interest rate pattern right 
away, don’t. Every prospect points to 

a continuation of the present format with 
even higher costs in the immediate 


Everything that could possibly 


happen to create an inordinately heavy 
demand for capital has happened and 


there isn’t enough to go around. 


impossibility without inflationary 
credit expansion. 

>» Government—Federal, State and 
local—likewise wants to borrow more, 
spend more and tax less. 

> Bond yields continue to run 
ahead of stock yields. This distortion 
has prevailed for a year and a half; 
throughout 1959, the gap was at least 
one full percentage point. Only com- 
parable previous period in this century 
was that of 1929. And, 

> The government, instead of lend- 
ing a helping hand in home financing, 
as had become traditional in recent 
years, through the Magic Fives actu- 
ally took funds away from the home 


construction field—and Secretary An- 
derson’s assistant has said they would 
“tailor occasional future 
along similar lines. 


offerings” 


These, and still other factors such 
as the bottomless pit of agricultural 
price support, all guarantee that 1960 
will be an interesting, if not reassur- 
ing, year in mortgage banking. 

As 1960 is an election year, the 
political aspects of the monetary out- 
look must be examined. The Advisory 
Council of the Democratic Party re- 
cently issued a manifesto attacking the 
tight money policy of the Federal Re- 
serve authorities on the ground that 
it hampers economic growth, increases 
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the cost of carrying the public debt, 
and penalizes the small businessmen 
and individuals who have to borrow. 
This, they asserted, was to the benefit 
of the large lenders, especially the 
banks. This statement 
support to the belief of 
that if the Democrats should win the 


commercial 
vave many 
election in 1960, the credit policy of 
the Reserve authorities would be re- 


versed and interest rates would de- 


cline sharply 
This is so important that it should 
, 
he examined carefully and objectively 


The first thing to be noted is that 
the prevailing high levels of interest 
rates are the result of demand and 
not an in- 


The 


supply factors—they are 


vention of the Republican Party 


demands for credit from business, 
from the ultimate consumer, and 
from real estate financing have been 


very large during the past 18 months 


In addition, the Treasury during the 


past fiscal year had a deficit of $124 


billion which had to be financed 


through the short-term market, since 
it could not than ty per 


pay more 


cent on bonds with a maturity of five 


years or more. At the same time, even 
though the 


very great, the 


demand for money was 


Reserve authorities 


because of inflation and the change 


in the international position of the 
dollar had to adopt a policy of credit 
restraint. 

But even under this policy. they did 
not reduce the supply of credit—the) 
merely stopped increasing it! 

It follows that the basic complaint 


Federal 


authorities should have made money 


of some is that the Reserve 


easier and prevented an increase in 
interest rates by providing the com- 
mercial banks with increased reserves 
Of course, they this 
that 


could have done 


easily as money is the one thing 


can be created at will by governments 


or, under our laws, bv the central 
bank. In this country, the Federal 
Reserve Banks merely have to buy 


government securities in the open 


lower the 


market or reserve require- 
ments to increase the availability of 
bank credit and lower interest rates 


This, however, would mean that bank 
credit would take the place of savings 
The money supply would increase and 
the inflationary forces would become 
more pronounced than they are at 
Thus, the Advisory Council 
even 


present. 


advocated lowet rates 


though it also favors relative stability 


money 


of the purchasing power of the dollar. 
But, obviously, both objectives cannot 
be attained at the same time. 

Even more to the point, the mere 
fact that the Advisory Council favors 
lower money rates does not mean that 
a Democratic Administration would 
adopt such a credit policy. As under 
the Republican Administration, so un- 
der a Democratic Administration, the 
cost of money will depend, primarily, 
on business conditions and on the de- 
If the level of busi- 
ness remains high, if inflationary pres- 


mand for money. 


sures persist, and if the demand for 


credit remains pronounced, money 
rates will remain high regardless of 


vhat political party may be in power. 





By the same token, if business activity 


turns down, the demand for money 
will weaken and money rates will de- 


cline 

In connection with any evaluation 
of political influence on monetary 
policy, the following facts should be 
borne in mind: 

> The Federal Reserve Board is an 
Ad- 


ministration should bring pressure on 


independent agency and if an 


the Reserve authorities to change their 
credit policy against their will, most 


of the members of the Board would 
resign. Also, if any serious effort is 
made in the future by Congress to 


reduce the powers of the Reserve au- 
the market, it 
would be a clear the 
world at large that monetary disci- 
pline would disappear and that infla- 
tion had become a basic part of the 


thorities over money 


indication to 


economic policy of this country. The 
inevitable consequence would be gal- 
loping inflation. 


22 THE MORTGAGE BANKER + February 1960 


SMU Senior Executives Conference. 


institutions, etc.. 


> Finally, any responsible Adminis- 
tration would bear in mind that the 
Federal Reserve authorities have to 
protect the integrity of the dollar 
abroad. If, at a time when the de- 
mand for money is great and infla- 
tionary pressures persist, the Reserve 
authorities should adopt a policy of 
should induce foreign 
the 
into 


credit ease, it 
holders of short-term assets in 
United States to them 
gold. An outflow of gold on a large 
scale and this would 
force the Reserve authorities and the 
Administration either to adopt a 
policy of active credit restraint or to 
devalue the dollar. Obviously, no po- 
litical party could afford to refuse to 


convert 


would ensue: 


“Clearing the most important economic 
problem facing the American people” is, and 
has been, the threat of inflation, said Mr. 


Rodgers in presenting these observations to our 


{nd that 


means that if the battle for a sound currency is to 
be won, the emphasis will have to continue 
on a restricted credit basis. The capital demands 
of the Sixties, the rise in living standards, 


competition between the various thrift 


are some of the other pressures 


which are sure to keep the battle for 


savings at fever pitch. 


protect the value of the dollar under 
such clearly discernible conditions. 


In view of the independent role of 


the Federal Reserve Board and the 
new responsibility for protection of 
the internal value of our dollar, it 


seems clear that so long as the demand 
for money remains high, money rates 
will remain high, and no change in 
Administration could materially alter 
the economic fact of life. Further- 
more, the the 


factors warrant 
conclusion that even in periods of 


same 
declining business activity in the fu- 
rates may not decline to 
1953-54, or 


ture 
the levels of 
1957-58. 

Now that the economic and finan- 
cial sketched, 
what is the outlook for interest rates? 


money 
even of 


background has been 

The money market, or short-term 
sector, should first be considered, as 
there has been considerably more ac- 
than in the long-term 


tion here 


market. 


The first thing to note is the ab- 
normally high rates caused by the 
unwillingness of Congress to authorize 
a higher interest rate than 4% per 
cent on obligations maturing in five 
years or more. As a result of this 
arbitrary limitation, all of the market- 
able securities sold by the Treasury 
during the second half of 1959 car- 
ried maturities of less than five years. 
This great increase in demand in the 
short-term market caused rates to sky- 
rocket to levels not seen since 1933. 

Looking ahead, the demand for 
short-term funds will be strong. It 
will come from: 

7 Business 
tories, particularly steel and automo- 
The greater volume of business 


to accumulate inven- 


biles. 
and the higher costs of doing business 
will further substantially increase the 
demand for bank credit. 

>» Consumers—to buy a rising vol- 
ume of consumer durable goods, es- 
pecially automobiles and, also, home 
furnishings. The number of houses 
completed during the year will be very 
large. This always causes a substantial 
demand for home furnishings. 

>» Government financing—to absorb 
some of the large volume of last year’s 
from temporary holders. Al- 
though the Treasury will not directly 
play such an important role in the 
money market in the first half of 1960 
as it did during 1959, its problems will 
continue to plague the market. For 
example, corporations which, on the 
whole, were large buyers of short-term 
government securities in 1959, will be 
sellers of such obligations in the first 
half of 1960, partly because of ac- 
cumulation of inventories, partly be- 
cause of increased expenditures on 
plant and equipment, and partly be- 
cause of rapid growth of accounts 
these sales cannot 


issues 


receivable. Since 
be financed through bank credit ex- 
pansion, because of the tight money 
policy, they will consequently press on 
the supply of savings available in the 
market. 

In contrast to the strong demand, 
the supply side is limited not only by 
the credit restraint policy of the Fed- 
eral Reserve authorities, but also by 
the internal ratios of the banks them- 
selves. In fact, loan-deposit ratios 
have reached such a high level in 
many banks that credit is necessarily 
being rationed. 

As a result of these, and other fac- 
tors, short-term rates will not only 


remain high—they will go higher. The 
rate on brokers loans has already gone 
up and the discount rate and price 
rate must be expected to “follow suit.” 
The outlook for rates on longer- 
term money is more complex and 
much more difficult to estimate as it 
depends on many factors which can- 
not be predicted with any certainty. 
But, we can be sure that money will 
be tight and interest strong 
until next fall, at best, and such con- 
ditions could prevail even longer. 


rates 


What is the basis for this forebod- 
ing? It is based on these considera- 
tions: 

> The economic growth of the 
Soaring Sixties will require great 
amounts of capital. In addition to 
capital expenditures, the growing vol- 
ume of business and higher costs of 
operations, particularly wage costs, 
will have to be financed. 





> Inflationary pressures, such as the 
steel-wage settlement, will reduce the 
flow of funds and 
bonds as people try to protect the pur- 
chasing power of income and princi- 


into mortgages 


pal. But even more important, these 
inflationary aspects will cause people 
to spend more and save less. This is 
clearly the most important economic 
problem facing the American people. 

>» Living standards have risen faster 
than income through a growing use 
of consumer credit and mortgage debt. 
As a result, “Keeping up with the 
Jones’” is once more a problem, and 
it is more difficult to save. 


> Competition among thrift insti- 
tutions will continue to grow causing 
them to pay still higher rates of in- 
terest to attract savers. This will, of 
course, increase the return they will 
have to get on their investments as 
their costs are also going up. 

> Investment funds of insurance 
companies and pension trusts will con- 
tinue to increase but under inflation- 
ary conditions. A growing proportion 
will go into equities and assets with 


some equity provision, such as stock 
warrants, stock options, etc. And fi- 
nally, 

> In the more immediate future, it 
is to be hoped, that the Congress will 
stop playing politics with the 4% per 
cent interest limitations on the longer 
obligations of the Treasury and again 
permit such financing in the capital 
market. This will further increase the 
demand for long-term funds. 

It seems clear that discounts and 
higher mortgage rates will push up 
housing costs all through 1960. Add- 
ing to these, the greatly increased land 
costs, the higher tax costs and the 
higher wage costs, the financing needs 
of the building industry will be a real 
problem in the months ahead. 

In view of the importance of infla- 
tion and its impact on long-term in- 
terest rates a few observations may be 
in order. 


“Everyone should realize that the great war-born 
supply of loanable and investible funds has been used 
up. This means that future financing can only safely 
be done the hard way of thrift, savings and sacrifice— 
not the easy way of credit expansion.” 


>» The Congress should realize that 
the psychological impact of “pre- 
meditated inflation” will be quite dif- 
ferent and more serious than the in- 
evitable wartime inflation, which 
people have learned to take more or 
less for granted. 

>» The Congress should realize that 
sound money, full employment and 
ever-increasing wages regardless of 
productivity cannot all be realized at 
the same time. A choice must be 
made—it cannot be escaped. 

>» The Congress should realize that 
wage increases in a particular industry 
cannot properly be based on increased 
productivity in that industry alone. 


Other industries must also increase 
wages—regardless of their productivity 
increase —-or their workers will be 


lured away by the higher rates. 
>» The Congress should realize that 
the widespread view that inflation is 
inevitable is based on cost-push con- 
siderations. We are able to do a great 
deal about controlling the demand- 
pull factors but a new approach to 

(Continued on page 30) 
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Biggest Home Building | 


——— 





EARLY every observer of the 
N housing scene agrees that 1960 
will hardly soar. But the prospects for 
1961 indicate a definite pickup, and 
for the Sixties as a whole, the home- 
building market should be gigantic 

\ good deal has already been said 
1960, 


belabor the 


isn’t necessary to 


Che 


taking place 


about and it 


matter decline in 


housing which is now 


was widely heralded. The most com- 
monly accepted 
forecasts put 1960 
non-farm housing 
Starts somewhere 
in the 1,200,000 to 
1.250.000 


This would not be 


range 
a bad housing 


year, all things 





considered, but it 


would be 10 or 12 


George Cline Smith 


per cent below the 


1959 level, and it is in these terms 
that most producers of building mate- 
rials and service will view it 


The 


the expec ted 1960 decline is this: no 


most significant thing about 


one is blaming it on any tapering off 
The 


needs, 


in the demand for new housing 
obviously 

and can afford 
are likely 


important 


American public 


wants more housing 


than we to build this vear. 
This 
trends in 1961 and beyond. 


If vou look at 


housing starts in the post-war period, 


has an bearing on 


a chart of non-farm 


you will see a strong resemblance to 


a roller-coaster. But it is a remark- 
able fact that through all of these ups 
and downs, there have been no signi- 
ficant changes in the amount of va- 
cant housing. In other words, there 
is no evidence that even in the peak 
years, there has been any over-build- 
ing or over-supply of available houses 

And remarkable 


there is another 


fact about the housing roller-coaster. 
separate government-insured 
housing (F.H.A. and V.A. programs) 
from conventionally financed housing, 
you find that the ups and downs have 
entirely to the 
The con- 


If vou 


been confined almost 
government-insured sector. 
ventionally-financed portion of the 
housing market has stayed remarkably 
steady 

Only one conclusion can be drawn 
from this phenomenon: changes in 
money conditions, producing higher 
or lower interest rates, have been the 
principal factor influencing the total 
output of housing in recent years. The 
F.H.A. and V.A. relatively 
fixed and inflexible. 
money, government-guaranteed mort- 
and the 
built 


goes up. 


rates are 
In times of easy 


gages appeal to investors, 


number of housing units and 


sold under these programs 


In times of tight money, the reverse 
is true. 


While 


rates on 


they are inflexible, interest 
F.H.A. V.A.-insured 


mortgages are not absolutely immov- 


and 
able. In 1959, maximum interest rates 
under both programs were raised. But, 
as we all know. money rates in gen- 
eral in 1959 went to the highest levels 
since the onset of the great depression 
of the So the government- 


insured 


rhirties. 
programs, as they had done 
before, wound up at the rear of the 
interest parade, despite the increases 
in their own permissible rates. 
Consequently, in late 1959 F.H.A. 
mortgages were selling at substantial 
secondary market. 


V.A. 


with the maximum rate frozen at 54 


discounts in the 
Commitments for mortgages, 
per cent, were almost impossible to 
obtain in many areas. Lenders were 
insisting on a higher proportion of 
conventionally financed mortgages, o1 
a stretch-out of funds committed. 
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The result? F.H.A. home applica- 
tions and V.A. appraisal requests 
dropped sharply. The rate of housing 
starts declined shortly afterwards. 

This is the situation that prevails 
early in 1960. It is not as serious as 
some pessimists would have us believe. 
Our own Dodge estimate of a million 
and a quarter housing starts in 1960 
would still fairly high 
level, historically. 


represent a 


In part our relative optimism stems 
fact that conventional fi- 
nancing has recently increased its 
relative importance in the housing 


from the 


market. Conventionally financed 
houses accounted for about 900,000 
units in 1959. If this total can be 


maintained in 1960, we can have an 
extremely sharp drop in government- 
guaranteed mortgages and still wind 
up with a reasonably good housing 
year. There are good reasons for ex- 
pecting conventional starts to remain 
high. First, with their competitive in- 
terest rates, conventional mortgages 
are not so seriously affected by tight 
money; and second, the economy in 
general promises to be highly pros- 
perous this year. 

Moreover, F.H.A. has been given 
authority under 1959 legislation to 
further liberalize its The 
declining rate of total housing starts 
may well induce them to implement 
this authority early in 1960. 

This may leave the V.A. program 
to bear the brunt of the decline. But 
the so-called “G.I. mortgage” has 
been diminishing in importance, ac- 
counting recently for only about 10 
per cent of all private housing starts. 
Even if the V.A. program should dis- 
appear completely, it would not mean 
a drastic drop in total housing activity. 

But 1960 is already under way. 
What comes next? What about 1961? 


program. 


al. 





| Decade in History 


is now in the works 





- 3 


rruthfully, this “middle term” is 
the most difficult period to forecast. 
We don’t get much help from the 
recent past, nor can we bank on the 
long-range indicators like population 
growth and projected household for- 
mations, which are useful in assessing 
the decade of the 1960's as a whole, 
but which tell us little, specifically, 
about 1961. 

Nonetheless, we can make some de- 
ductions. The time is early, and any- 
thing said here is subject to revision 
later in the year, when we make up 
our formal outlook statement on 1961. 

From where we now sit, we expect 
a housing comeback commencing early 
enough to boost 1961 as a whole 
above 1960, and quite possibly ap- 
proaching the higher 1959 level. 

Again, this estimate relies heavily 
on strength in conventionally-financed 
housing during periods of tight money 
and prosperity. Reinforcing this line 
of thinking is the increasing propor- 
tion of home-owners among non-farm 
families, meaning that more potential 
new home buyers have a house to 
trade in. This equity position gives 
them a ready and substantial down 
payment—overcoming the traditional 
big obstacle to conventional financing. 
According to the Federal Reserve 
Board, only 32 per cent of new homes 
purchased in 1949-50 were bought by 
previous home owners; while in the 
mid-1950’s the proportion was _be- 
tween 40 and 45 per cent. 

At the same time, a trend toward 
higher loan-value ratios* should bring 
conventional mortgage financing 
within the reach of more middle and 
low income families, where the need 
for F.H.A. and V.A. insurance has 
been most concentrated in the past. 


*See Page 34. 





By DR. GEORGE CLINE SMITH 
Vice President and Economist, 
F. W. Dodge Corp. at MBA-SMU Conference 


Sure, 1960 isn’t going to be the home building 
year 1959 was—agreed. But it’s still going to 
be a good year—by reasonable standards. Now 
what about 1961 and beyond? Dr. Smith trains 
his sights on that period which takes in this publicized 
decade of the Sixties which, to hear most people 
tell it, is going to be the best ten years this nation 
ever had. Whether it is or isn’t will have to await 
the performance but from every standard of 
measurement, every past experience, it certainly should 


see more homes built than in any comparable period. 
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Finally, there is some comfort in the 
position of the savings and loan as- 
sociations, the single most important 
source of conventional financing. In 
1959. these 


attract a greater net inflow of savings 


institutions managed to 


than ever before, despite the fact that 
some other mortgage lenders suffered 
declines in net new savings. Savings 
and loan associations have managed 
to maintain a relatively strong position 
throughout the current credit strin- 
vency 

Thus there is reason to believe that 
1961 


strong, solid base even if 


housing activity in will have a 


money stays 
tight 
Now, about the money situation it- 


self For 


observers 


months most 
talked in 


credit conditions remaining relatively 


Within 


some past, 


have terms of 


unchanged in the near future 


common stocks. The decline in resi- 
dential mortgages this year will to 
some extent be offset by expected in- 
creases in other non-residential con- 
struction. And barring any downturn 
in general economic activity, we can- 
not expect the Federal Reserve Board 
to reverse its tight money policies. 
Nonetheless, the dark clouds which 
have been hanging over the mortgage 
market seem to be lightening some- 
what. 

Perhaps the biggest imponderable 
about housing in 1961 is what action, 
Attempts 
to outguess Congress on the course of 
legislative action have not proved par- 
ticularly successful in the past, and 


if any, Congress will take. 


forecasting in a political economy is 
full of pitfalls. Nevertheless, because 
the government can and does exert a 


tremendous influence on _ residential 


Speaking of home starts, politically speaking that is 

George Cline Smith observes that “it seems quite safe to say 
that there is a critical point below which housing activity 
will not be permitted to fall for any length of time. 
Government has often demonstrated its ability and willingness 


to stimulate housing activity. 


{ few vears ago the 


critical point at which pressure for government intervention 
became effective was at a rate of around a million 

units a year. It is now amply understood that this ‘magic 
million’ figure represents underbuilding and the new 
politically acceptable critical point is probably 


1.200.000.” 


closer to 


the past few weeks, however, the tune 
has altered a bit. Returning prosperity 
has greatly improved the revenue situ- 
ation of the Federal government. It 
now appears that instead of running 
up a deficit of several billion dollars, 
the Treasury will wind up the current 
June 30 with the 
about in The 
result will be considerably less compe- 


fiscal vear next 


budget just balance 
tition for funds and less upward pres- 
sure on interest rates than had been 
expec ted. 

decline in 


In addition, the very 


residential building now under way 


will relieve some of the demand in 
the capital market for mortgage 
money 

that 


easing of interest rates is in prospect 


This is not to say any great 


Continued inflation continues to make 


loans, savings accounts and other 


fixed-return assets less attractive than 


construction, some observations must 
be made as to its future role 

A major housing act was passed 
near the last j 
Congress, and it seems unlikely that 
there will be another one this year. 
But cannot be Certainly, 
housing bills will be introduced in the 


the end of session of 


one sure. 
1960 session of Congress, and if hous- 
ing starts dip deeply, the chance of 
final passage will be increased. Para- 
doxically, any housing bill passed in 
1960 would probably have its prin- 
cipal effect in 1961, if past history is 
any guide 

In any case, it seems quite safe to 
say that there is a critical point below 
which housing activity will not be 
permitted to fall for any length of 
time. Government has often demon- 
strated its ability and willingness to 
stimulate housing activity. A few 
years ago, the critical point at which 
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pressure tor government intervention 


became effective was at a rate of 
around a million units a year. It is 
now amply understood that this 
“magic million” figure represents seri- 
ous underbuilding, and the new poli- 
tically acceptable critical point is 
probably closer to 1,200,000. 

In summary, even though the out- 
look for interest rates and government 
action affecting 1961 is quite cloudy 
at this point, it seems quite likely that 
the current decline in housing volume 
is destined to be short-lived, and that 
next year will provide the launching 
platform for housing in the Soaring 
Sixties. 

So far we have been concerned only 
with the volume of housing starts—a 
convenient, well known measure and 
thus one of the favorites in the fore- 
caster’s tool kit. However, statistics on 
housing starts, no matter how well 
collected and compiled, don’t tell us 
much about what sort of houses are 
being built (other than the traditional 
breakdown between one-family, two- 
family, and multi-family). Two sep- 
arate houses identical as far as the 
starts series is concerned, may actually 
have widely divergent characteristics 
as to size, construction materials, and. 
of course, price. 

We expect that the principal effect 
of the 1960 decline will hit relatively 
small one-family houses, particularly 
the VA guaranteed type, where fi- 
nancing difficulties will be greatest. 
The market for larger size houses, 
needing more materials per dwelling 
unit, should be better off relatively in 
both 1960 and 1961. Our own con- 
struction statistics show that this pat- 
tern held true in the 1956-1957 tight 
money period, as the average floor 
area of one-family houses increased in 
both those years. Now the Dodge 
figures show that a similar trend has 
set in again. 

Another aspect of the market not 
covered by starts statistics is the sea- 
sonal or vacation home. True, many 
of these are hardly recognizable as 
houses, but others are substantial resi- 
dences which because of their remote 
location and seasonal use are not in- 
cluded in the housing count. We 
know that this market has been ex- 
panding and is likely to continue. The 
two-car family has become common- 
place; perhaps the two-house family 
will also. 

(Continued on page 47) 
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IT’S TIME TO CORRECT THIS UNECONOMIC SITUATION OF LONG STANDING 


HE phenomenal success of FHA and its 

uniqueness among governmental-sponsored 
programs is largely due to the fact that it was 
founded and operated on sound business princi- 
ples which have made it profitable for all partici- 
pants—the home-buyer, the builder, the investor, 
the general public and the government. 

Over the years, it has been profitable for the 
builder to conform to FHA’s 
standards and inspections be- 
cause the long-term, low-down 
payment FHA mortgage made 
it easier for him to sell his 
houses. The FHA insurance 
and the sound underwriting 
standards for both borrowe1 
and property made it feasible 
for investors to make the much 
higher percentage and longer 
term FHA loans and at inter- 
est rates no higher than would 
be required for conservative conventional loans. 

The better planning and construction of the 
house, the larger and longer-term loan, and the 
relatively low interest rate were likewise advan- 
tageous for the home buyer. The public benefited 
greatly from the improvement in quality of houses 
and the great increase in home ownership. 

In no sense was it expected or intended that in- 
vestors should buy FHA loans except on their 
merits as sound investments in competition with 
other available investments. In no sense were 
builders expected to pay a premium or penalty 
for building and selling under the FHA program. 
And in no sense was it intended that the borrowe1 
should be subsidized by anyone in the price of the 
house or in the rate of interest on his loan. 

Members of both parties in Congress take justi- 
fiable pride in the fact that the FHA program has 
made us the best-housed people in the history of 
this or any other nation, and that it has made 
possible our present large and very efficient mer- 
chant home building industry which can easily 
satisfy the real housing needs of our growing popu- 
lation. No member of Congress, I feel sure, has 
ever knowingly done anything to sabotage this 
program. Yet some of them are in effect actually 
doing so now. 

Builders are now being discouraged from oper- 
ating under FHA by being forced by Congress to 
subsidize the home buyer in a below-market in- 
terest rate. Congress is saying, in effect, that it 
wants the buyer to have an interest rate of not 
over 534 per cent—regardless of what rate or yield 
it will take to make the loan competitive with 
other available investments: and further, that 
whatever discounts it takes to bring the 534 per 
cent rate up to the competitive market rate must 
be paid by the builder. This penalty will, of course, 
discourage all builders and, for some, to go the 
conventional loan route where the borrower pays 
high interest rates on a first, and possibly a sec- 
ond, mortgage, than he would on the FHA loan, 





B. B. Bass 


even if he also paid the discounts and without 
getting an FHA-built home. 

Some members of Congress profess amazement 
and consternation over the fact that yields on FHA 
loans rose as much as they did last Fall, yet there 
is abundant evidence of the reasons why, and for 
the fact that the increases were not peculiar to 
FHA loans but were general throughout the fixed- 
income investment market. 

Investors are being discouraged from buying 
FHA mortgages by this completely unrealistic 
treatment by Congress of the interest rate, yield, 
and discount features. Investors, as a group, have 
been badgered and threatened for not making 
enough FHA loans and, at the same time, for 
“exacting” unrealistic, immoral, etc., etc. discounts 
on those that have been made. In such a climate 
many investors will, quite naturally, consider it 
the better part of valor to pass up FHA loans in 
favor of other investments which, under the cir- 
cumstances, are more attractive. 

It is understandable that Congress should want 
to encourage, in every practical way, as low a 
going rate on home loans as the market will ac- 
cept. And Congress has provided for that in a 
very effective manner through the FHA program 

if they wili just let it work as originally in- 
tended. They cannot make it work at the below 
market interest rates, nor should they try. 

At least three important conclusions should be 
abundantly clear “to all parties concerned” by now: 

1. Investors in FHA loans are members and 
participants in our free enterprise profit motive 
system too. Many of them are also trustees of 
other people’s savings, charged both by common 
sense and contract with investing these funds on 
a sound and competitive basis. As such, they will 
not and should not be expected to buy FHA loans 
except on their investment merits. 

2. The FHA program offers many advantages 
to the home buyer, both in the house and in the 
loan. These benefits are denied to the home buyet 
if the builder does not build to FHA standards 
and submit to FHA inspections, and if the builder 
under present rules) will not pay the discounts 
needed to make the FHA loan available to the 
buyer. The builder will not do that if it is not 
profitable to do so. The builder will not do that 
if it is more profitable for him to build without 
FHA inspections and sell with conventional loans, 
sometimes with second mortgages—which too often 
is the case today. 

So, many home buyers are driven to a conven- 
tionally-built house with a conventionally financed 
loan (in some cases, with a second mortgage), 
where he is permitted to—and does—pay the go- 
ing market interest rate. 

Continued on page 38 
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GREAT deal of time has been 
A spent—and will continue to be 
spent—by mortgage bankers on the 
proper solicitation, presentation and 
servicing of income property loans. 
Emphasis has been rightly placed on 
conservation of 
loans once they 
are on the books. 
Equally important 
is the commitment 
itself, and that 
crucial period of 
time extending 
from the date the 
commitment is is- 
sued by the in- 
vestor to the date 





Ott Thompson II 


when the loan is closed. The im- 
portance of this increases with the 
length of time involved, the complex- 
ity of the transaction, and whether 
the property is completed or proposed. 

Many have experienced the com- 
plete frustration of losing a fine com- 
mercial loan after apparently doing a 
good job in bringing the investor and 
the applicant together, and after 
spending considerable time and money 
in doing so. 

Just how much damange can actu- 
ally be done when a commercial loan 
commitment ts not consummated? 

First, such a loss delivers a double 





Fron COMMITMENT 
to CLOSING 


{n income property loan takes a lot of time and a lot of 
highly-developed skill and attention and after everything has been 
done to close, it sometimes fails to become a deal. There are 

all sorts of reasons why, explained by the fact that no two commercial loans 
follow the same pattern. But there is a general pattern that 
can be followed that tells the things that must be done 

and the things that must be avoided. 


blow today because of the money 
scarcity and the probable inability to 
replace the financing with some at- 
tractive substitute. The most direct 
damage is, of course, the loss of serv- 
icing income and any fees which may 
be forthcoming at the time of loan 
closing. 

Che time and money spent on solic- 
itation and presentation cannot, as a 
general rule, be recaptured. These 
same efforts and resources could have 
been directed toward other business. 

Everyone within the organization 
involved in securing an important 
commitment takes a certain amount 
of pride in its culmination. When a 
commitment is needlessly lost, some 
temporary dampening of spirits can- 
not be avoided. 

Then, too, regardless of the reasons 
or what party may be at fault, there 
is always some immeasurable loss of 
public good will by the organization 
as a whole. 

From the investor’s standpoint, 
damages can be just as great, if not 
more so. No lender likes to have its 
staff spend time and money on under- 
writing and then learn the commit- 
ment cannot be consummated. It 
could easily result in a lack of con- 
fidence in future transactions. 

Also, it can be quite embarrassing 
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By OTT THOMPSON, I 


Vice President, First Mortgage 
Company of Houston, Inc. at Texas MBA 
Mortgage Seminar 


for any mortgage department to pre- 
sent a commercial loan to its mortgage 
or finance committee, have it ap- 
proved, and then at some later date, 
have to explain to this same commit- 
tee why this all important loan cannot 
be closed. 

Provision is generally made by all 
investors for disbursement of a rather 
specific amount of funds within cer- 
tain periods of time to cover income 
property commitments issued. Future 
allocations must take into account 
what is scheduled for closing. When 
a big loan falls through, it can cause 
considerable re-adjustment to meet this 
situation. The investor has to put his 
money to use, and he may have to do 
so at an unexpectedly and disappoint- 
ingly low rate if there is short notice 
of commitment cancellation. 

These various points—and there are 
others—are highlighted to emphasize 
the dangers and deep-reaching effects 
of a wasted commercial loan commit- 
ment. 

Then why do commitments some- 
times fail to materialize into loans? 

If we actually analyze the many 
reasons that can cause the loss of 
commercial loan commitments, we 
should be able to decide upon some 
logical preventive measures. I would 
like to explore what are regarded as 





the major reasons for commitments 
failing to be consummated. 

>» The classic example comes into 
play when a change takes place in the 
market which is so substantial as to 
make the original commitment terms 
seem completely unacceptable to the 
applicant. In other words, a commit- 
ment issued at the peak of a tight 
money market such as we have today, 
tends to lose much of its allure if the 
loan is ready to close ten months later 
in a period of easier money. 

>» The ability of the applicant to 
perform in accordance with the terms 
of the commitment may not be prob- 
able, or even possible, from the very 
beginning. As an example, the avail- 
ability of sufficient equity money may 
be predicated on liquidation of other 
assets which are not easily liquidated. 

>» An age old problem is the appli- 
cant who lacks sincerity of purpose 
and this is putting the matter rather 
politely. Most of us have become 
acquainted with those who wish only 
to use the commitment as a bargain- 
ing point for something bigger and 
better from another investor. 

> There may be some misunder- 
standing between the applicant and 
the investor on terms and conditions 
or, more likely, on interpretation of 
these terms and conditions. This is 
particularly true in a _ complicated 
commercial venture which is to be 
built and which requires some real 
judgment on fulfillment of conditions. 

> If the income property is to be 
built, the applicant may not be able 
to obtain sufficient or satisfactory con- 
struction money. This is especially so 
today when short term money is as 
scarce, or more so, than long term 
money. 

>» The character of a property may 
improve to such a degree in the mind 
of the applicant after it is completed, 
that he believes the original commit- 
ment terms and conditions given prior 
to completion are not sufficiently at- 
tractive. Conversely, the investor may 
be disappointed in the end product, 
either economically or physically, even 
though plans, specifications, and rental 
schedules are closely adhered to. 

> It is really surprising how many 
times commercial commitments are 
lost, not for practical reasons, but for 
technical reasons which come to light 
shortly before closing. With sufficient 
time and a little common sense, most 


“e 


. 


. mortgage bankers are going to be called upon more 


and more over the years by their investors to solicit, underwrite, 
submit, and service commercial loans. The organization that 


has learned how to handle all phases of a commercial loan 
transaction, including a commitment, has placed itself in an 
advantageous position. It also will have presented one more 


strong argument that commercial loans, as well as 
residential loans, are best taken care of in the field, 
rather than directly by the investor.” 


of the technicalities can be resolved, I 
refer to such matters as defects in the 
title, or violations of easements, rights- 
of-way, or zoning. Relatively simple 
matters such as differences of opinion 
on selection of title company, or fire 
and casualty companies, can cause 
undue delay or even worse. 

None of us can ever hope to bat 
1,000 per cent in commercial commit- 
ment consummations, but I am con- 
vinced that there is room for consid- 
erable improvement. 

Now we down to the real 
crux of the matter: What practical 
steps can be taken to prevent loss of 
commercial commitments? 


come 


Every loan has its own peculiarities. 
Every investor has his own approach 
and requirements, and every state has 
its own laws and regulations on 
financing. So, it’s not possible to be 
as specific as I would like. 

Probably the two most significant 
things to keep in mind are that com- 
mercial loans, unlike most residential 
loans, must be completely tailor-made. 
Each one is unique in character, and 
in its strong and in its weak points. 

The other factor is that the mort- 
gage banker is the middle man in the 
truest sense. He is the only party who 
can hope to understand the entire 
transaction. He knows and must carry 
out the investor’s needs and require- 
ments, and he should realize exactly 
what the applicant has in mind. No 
one else is in the position, and no one 
else is compensated for this responsi- 
bility. 

In order to take an application for 
a commercial loan, the mortgage 
banker must have some fair idea of 
the investor that will receive his sub- 
mission, and the requirements and 
limitations of that investor. He cannot 
be sure, as a general rule, of definite 
approval; but within certain broad 
areas he should know not only the 
amount and terms, but also the type 
of prepayment option, the nature and 


general amount of standby or commit- 
ment fees, and other special conditions 
inherent to that particular investor. 
Subject to the many practical prob- 
lems involved in negotiation, as many 
of these points as possible should be 
during the 
The 


surprise on 


covered, if not resolved, 
initial application-taking 
possibility of a complete 
the part of the applicant upon re- 


ceipt of the commitment should be 


stage. 


minimized. 

In addition to determining just how 
acceptable the loan would be to the 
investor, the mortgage banker should 
determine how good the chances ac- 
tually are for the applicant to meet 
the various terms of the commitment 
as well as the very practical economic 
demands. In other words, answers to 
the following questions, as well as 
many others, should make sense: 

>» Does the applicant either own or 

have a firm option to purchase or 
lease the land in question? 

>» Has the purchase price or con- 

struction cost been established or 
accurately estimated? 

p> Is there a satisfactory source of 

equity money to furnish the dif- 
ference between loan applied for 
and purchase price or construc- 
tion cost? 

>» Can the time deadline required 

by the investor and the tenants, 
and others, be reasonably met? 

> Is the rent schedule 

one and, when specific leases are 
required, have they been brought 
far enough along in negotiation? 


a realistic 


> Is the right amount and type of 
construction money available, and 
can it be made to dovetail with 
permanent financing? 

One factor that cannot be empha- 
sized too much is that of thoroughly 
reviewing the commitment for mis- 
takes or omissions immediately upon 
its arrival. Occasionally an investor 
will omit, or incorrectly state, some 
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extremely important condition. If 
these are caught at the outset, con- 
siderable embarrassment and possible 
expense can be avoided. One par- 
ticular situation is always brought to 
mind when I think of mistakes made 
in commitments because the mistake 
was mine. In working on the financ- 
ing details of a complicated shopping 
center, I had prepared a long form 
commitment which seemed to me to 
cover everything. When I was called 
later, after receiving it, I was shocked 
to learn that there was no requirement 
for completion of the property; but 
very relieved that this omission had 
been caught without going any fur- 
ther 

As soon as the mortgage banker is 
sure the commitment is satisfactory 
and that he understands it, he should 
sit down and discuss it thoroughly 
with the applicant. Commitments will 
vary, depending upon the investor, as 
to length and detail and as to what 
is expected of the mortgage banker 
in carrying the commitment through 
to its consummation. For this reason, 
there should be a complete, preferably 
a written, understanding or agreement 
on all conditions, whether or not they 
are spelled out in detail. The ac- 
ceptance ot a commitment by the 
applicant without this thorough ex- 
planation does not mean a real under- 
standing has been reached. 


The next point is one of the most 
important of all, in my opinion, and 
it should be brought home repeatedly 
with the applicant, particularly at the 
time of taking the application and 
when the commitment is being re- 
viewed in his presence. The point is 
that he has entered into a contract 
with the mortgage banker and the in- 
vestor, and there is a definite obliga- 
tion on his part, as well as to the 
others, to perform. The seriousness of 
this is difficult to over-emphasize and, 
of course, must be approached differ- 
ently with each applicant. Fortu- 
nately, most developers and owners of 
real estate have come to understand 
the true significance of a commitment 
which is issued in good faith. 


Reasonable commitment fees, if ap- 
proached and explained properly, are 
generally helpful in convincing all 
parties of the desirability for specific 
performance. A recorded mortgage, 
second only to temporary financing, 
is often an additional protection. Also, 


*  . . the mortgage banker is the middle man in the truest 
sense. He is the only party who can hope to understand the 
entire (commercial loan) transaction. He knows and must 

+ carry out the investor’s needs and requirements, and he should 
realize exactly what the applicant has in mind. No one 
else is in the position, and no one else is compensated 
for this responsibility.” 


there’s nothing more valuable than a 
flexible investor who is willing to work 
with the applicant and the mortgage 
banker when changes take place which 
justify a revised, rather than a can- 
celled, commitment. To sum up this 
point, a spirit of cooperation needs to 
be engendered and the mortgage 
banker is basically responsible for 
bringing this about. 

Oftentimes the most obvious things 
to do are the most neglected. What 
I refer to specifically is a checklist of 
the conditions which must be fulfilled, 
together with the assignment of some- 
one within the organization to follow 
through and expedite. Without mak- 
ing such provisions, particularly in a 
complicated commercial venture with 
substantial time between commitment 
and closing, ordinary situations have a 
way of becoming critical. 

Tying in closely with this, when the 
subject property is under construction, 
are progress reports. Even though the 
investor may not be advancing con- 
struction funds, these are very much 
appreciated and possible timing prob- 
lems can be handled at the outset. 

Early discussions and communica- 
tion with the investor’s loan closing 
department, the title company or law 
firm offering attorney’s opinion, the 
closing attorneys, the fire and casualty 
companies, and with the construction 
lender (if there is one) can save a 
lot of time and money. 

As time draws near for closing, it 
is up to the mortgage banker to draw 
all of the loose ends together, to take 
the initiative with the investor, the 
applicant, and with all interested 
parties. Mortgage papers and the like 
can be drawn up ahead of time. None 
of us can be clairvoyant, but anticipat- 
ing as much as possible will save a 
lot of headaches. 

There are too few opportunities in 
any business today to increase both 
profits and good will without some 
additional expenditure. Improved 
handling of commercial loan commit- 
ments is one of those rare opportuni- 
ties which will cost little, if any more. 
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Yet the results can be gratifying in 
many ways. And, just as important, 
mortgage bankers are going to be 
called upon more and more over the 
years by their investors to solicit, un- 
derwrite, submit, and service commer- 
cial loans. The organization that has 
learned how to handle all phases of a 
commercial loan transaction, includ- 
ing a commitment, has placed itself 
in an advantageous position. It also 
will have presented one more strong 
argument that commercial loans, as 
well as residential loans, are best taken 
care of in the field, rather than di- 
rectly by the investor. 
INTEREST RATE RISE 
From page 23 

the cost-push factors is badly needed. 

> Everyone should realize that the 
great war-born supply of loanable and 
investable funds has been used up. 
This means that future financing can 
only safely be done the hard way of 
thrift, saving and sacrifice — not the 
easy inflationary way of credit ex- 
pansion. In short, financing will be 
a continuing problem. 

My conclusions for 1960 are very 
short: 
>» Higher rates in the money market. 
> Higher rates in the capital market, 

and that 
>» Only a consequential break in the 

stock market or in business activity 

could materially reduce interest 

rates. 

>» A RECORD: FHA volume of 
existing-home mortgages set an all- 
time record in 1959 and new-home 
volume was the third largest despite 
sharp year-end declines. The 305,000 
units in existing-home mortgages sur- 
passes the previous record year of 
1958 by almost 20 per cent. The 
200,000 units in new-home mortgages 
was surpassed only by the 225,000 
units for the record year of 1950 and 
by the 204,000 units reported for 1948 
when the Section 603 Veterans’ Emer- 
gency Housing program was at its 


peak. 











Problems and Prospects in 
Life Company Investments 





Instead of an article or an address—which it actually was before members attending 
the MBA-SMU Conference—this might be more properly labelled a sort of fire-side 
chat with correspondents by a member of the life insurance industry vitally inter- 
ested in mortgage investment. Mr. Briese, who is vice president of The Minnesota 
Mutual Life Insurance Company, St. Paul, is here taking a broad look at life insurance 
investment problems, the prospects and possibilities as 1960 opens. He comes up 
with the conclusion that the mortgage banker’s principal customer will have 
some more money to invest this year than in 1959—roughly around $10 to 
$11 billion more. A somewhat smaller proportion is going into mortgages and an 
even more reduced amount into FHAs and VAs. The life companies have from 
514-6 billion dollars of forward commitments, out of which from 65 to 75 per 
cent are for mortgages—and that’s about $800 million to $1 billion below a year 
ago. Particularly interesting are two sets of facts which Mr. Briese sets forth — 
one, the principal items which are concerning life company investors today and, 
second, a list of things for correspondents to think about in their relations with 


their principals. 


HERE is no slowing up of new 

insurance writings, but rate of as- 
set growth has slowed perceptibly. 
Asset growth in dollars has been 
very nearly the same for five years. 
In fact, if we eliminate apprecia- 
tion in market value of common 
stocks, dollar growth in one or two 
years actually decreased. Earnest ef- 
forts are being made to again stress 
the savings feature of the life insur- 
ance contract in order that this asset 
growth rate may be increased. It is 
most important to mortgage bankers 
that the life companies have a return 
to ordinary life, endowment and re- 
tirement income policies. 

In 1959, life insurance assets grew 
by $6 billion. If we eliminate tempo- 
rary investments in Treasury bills, 
commercial paper, etc., refundings 
and policy loans, the industry in- 
vested $10 to $11 billion during the 
year. Of the $35 billion in city mort- 


gages now held, 70 per cent are in 


residential loans of which over $15 
billion are in FHA and VA loans. 
The ratio of conventional loans is 


steadily increasing. 

>» Policy Factors: We talk about 
the investment policy of the life in- 
surance industry as if all companies 
had a common investment policy. 
However, life companies do not re- 
semble one big herd of Texas steers. 


Instead, we are mavericks, each 
headed in a separate direction. His- 
torical patterns, precedents, back- 


ground of investment officers and in- 
vestment committee members are all 
important. Existing portfolio balance 
is a factor. For instance, here is a 
group of fairly common underwriting 
restrictions: we want no loans un- 
der $200,000 — we want no loans 
over $200,000 — no home mortgages 
of less than $12,000 — no homes over 
$25,000 — it’s got to have 3 bed- 


By Franklin Briese 


rooms in your city we want air- 
conditioning no church, hospital 
or college loans — we require at least 
70 per cent of rentals from national 
credits 1,100 square feet and 2 
baths a full basement in your state 

6,000 square feet of land — must 
have public water and sewer — no 
military service borrowers we re 
out of the FHA market — we don’t 
buy discount loans — we want bigger 
— put it on a 6 per cent 
- we're out 


discounts 
net basis and we'll take it 
of the commercial and industrial loan 
market we’re out of the residential 
market. 

Some companies concentrate geo- 
graphically in just a few investment 
categories. Others spread out to lessen 
risk. ‘These mavericks, some 1,400 
companies in all, do finally get to 
market somewhere and in the aggre- 
gate it is a market in every state and 


every type of sound credit that is 
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available. Thus, as anyone can see, 
it’s difficult to answer the question, 
“What is the life insurance industry 


doing investment-wise?”’ 


> Forward Commitments: Based 
upon somewhat incomplete data, I 
would estimate that forward commit- 
ments of life companies total $514 to 
$6 billion 
future 
This varies greatly from com- 
For my 


which will cover 7 to 8 


months investment require- 


ments 

pany to company. own 
company, advance commitments will 
only 3% months requirements. 


cover 
Frankly, 


low because we hope for moderately 


our commitment level is 
higher interest rates in the months to 
come and feel there is a minimum of 
risk that the market will move against 


us 


Of the $5 to SO 
commitments for 


billion of for- 
the 


about 65 per cent to 70 per cent are 


ward industry, 


for mortgage loans and real estate 


equities. However, only 30 per cent 


of the total are for residential loans. 
Of the residential loans, 40 per cent 
are FHA and VA, while 60 per cent 


are conventional 


The total of forward commitments 
is perhaps $800 million to $1 billion 
The 


This last six months of 


below a year ago. reason isn’t 
hard to find 
tightening credit and higher interest 
rates help us believe, or at least hope, 
that still higher interest rates may be 


coming 


The 


more 


> 1960 Prospects: industry 


should have slightly money to 


invest than in 1959. The relatively 
modest forward commitment situa- 
tion may add some buying power, 


particularly if yields improve. The di- 
funds from the residential 


will 


version ol 


mortgage market continue. If 
bond yields rise, this ¢ version will ac- 


inflexible FHA and 
VA rates and the fact that mortgage 


( elerate, due to 


vields tend to lag 


Competition in the industry will 


make us even more yield-conscious. 


The new Federal income tax law en- 
hances the value of municipal bonds 
and and common stocks. 


For 


high 


preferred 
some companies their value is 
enough to cause diversion of 
invest- 
For 
other companies, the advantage is of 
It will take 2 to 
find the 


impacts of this new income tax law. 


substantial funds from other 


ment areas such as mortgages. 


little value } years 


or more for us to various 


More companies will be asking for 
a piece of the equity in connection 
with private placements and the larger 
commercial and industrial mortgages. 

There may be less interest in real 
estate acquisitions due to some odd 
effects under the new Federal income 
tax law. 


Recently, there have been switches 
of substantial amounts of governments 





and to what extent should we be pre- 
pared to handle a substantial increase 
in policyholder calls on us for con- 
tracted funds. 


> Unfavorable foreclosure laws and 
high foreclosure costs in some states. 
Progress in improving this situation is 
interminably slow. 

> Usury laws which provide head- 


aches in a number of states. If in- 


as it was and will be 


“... the great mortgage increase from 1945 to 1950 and again 


from 1950 to 1955, coupled with a $12 billion simultaneous 


decrease in government holdings . . . 


was the period of switching 


from governments to FHA and V A mortgages. It was a period 


of great growth in number and size of mortgage banking firms. 


lt was a ‘glory’ period for mortgage bankers. The pattern for 


savings banks during this same ten-year period was not dissimilar. 


This huge switching operation cannot be repeated on the same 


scale and you mortgage bankers must keep this in mind. We 


are now dependent on our regular increase in assets and normal 


turnover or rollover in our bond and mortgage accounts.” 


“The life insurance industry will invest a little more money in 


1960 than in 1959 


around $10 to $11 billion. Probably a 


smaller portion of the total will move into mortgages and of this 


mortgage money, a reduced amount will go into FHA and VA 


loans. Mortgage rates lag in general movements on interest rates. 


both of the up and down sides. This has the result of making 


new mortgage investments of greatest value to the long-term 


investor when interest rates are trending downward, or are low. 


It's a good trick if you can do it, and some of us try to do it 


namely, accent the acquisition of amortized mortgages when interest 


rates are low, and step up purchases of long-term bonds with good 


call protection when interest rates are high.” 


other bonds for FHA and VA 
loans. I wouldn’t look for much more 
of this unless bond prices jump con- 
siderably, because even though a state 
insurance department may permit 
such a switch from bonds without the 
need for showing a capital loss, the 
Internal Revenue Bureau is very un- 


and 


likely to agree. 

There is almost bound to be an in- 
crease in direct lending, particularly 
with regard to larger residential and 
commercial loans. 

Some things which bother investors 
now 

>» Liquidity needs of a life com- 


pany in a tight money market. How 


are: 
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terest rates rise further, they will bump 
usury ceilings in more states. 


> Rising real estate taxes, particu- 
larly on homes. It troubles me that 
high real estate taxes and interest 
charges bear more heavily on the low 
income groups due to their lower tax 
brackets. 

> 75 per cent conventional loans, 
as now permitted in many states. I’ve 
felt that plenty of 75 to 80 per cent 
loans were already being made under 
the common 6624 per cent loan-to- 
value limitation. I suppose we'd all 
have to admit that 75 per cent loans 
would be completely safe if we bought 
them from your particular firms. 





> The decreasing rate of turnover 
in our bond and mortgage accounts. 
There is small incentive bor- 
rower to make prepayments of a loan 
carrying a + per cent to 5¥2 per cent 
rate, so just when our investment op- 
portunities are the best we find our 
investable funds reduced by this lower 
turnover rate. We are whipsawed in 


for a 


that repayments slow up when inter- 
high, 
when rates are low. 


>» The inflexible FHA and VA in- 


est rates are and _ accelerate 


terest rates which stifle the flow of 
funds into the residential mortgage 
market. Many investors, including 
some big ones, don’t like discounts. 


Any further increase in the general 
level of interest rates will drive more 
money out of the FHA and VA field. 

» Public housing and FNMA ac- 
twity. Increases in public housing 


authorizations and enlarged buying 


activity by FNMA, although they op- 
differently, both shrink the 
financing potential for the mortgage 
banker. 

>» The frustrations we see 


erate 


in eae h 


city as it tries to solve the vexing 
problems of traffic flow, parking, ur- 
ban renewal, and water and sewer 


problems. 

p> Politics for 1960 make me appre- 
henswe. The hue and cry in response 
to the President’s earnest request for 
removal of the 4% per cent ceiling 
on government bonds portends what 
we may expect. We will hear lots of 
talk from the easy money boys this 
Should they be in the saddle 
after the election. we can fear an- 
other burst of inflation and only hope 
that they learn fast that sound money 


year. 


is necessary to keep our economy 


strong and protect the savings of our 


people. 


Re. Correspondents and their principals 


>» How long has it been since you 
yourself have visited the home office 
of your principal investors? You sold 
us on you and your firm some years 
ago. Now you have a social chat with 
us at conventions and are apt to let 
it go at that. You do send your junior 
men to us, and you should continue 
to do so. That’s fine, but I wish that 
the principals in 
would regularly renew your home of- 
fice contacts on their home grounds. 


you, your firms, 


» Many mortgage bankers treat a 
serious loan delinquency as something 
that shouldn't have happened to 
them. There's an inclination to auto- 
matically start foreclosure in order to 
save work. It may come to you as a 
surprise that we lenders look on serv- 
ice fees as embracing a lot of good, 
hard work on delinquencies and that 
the compensation is intended to cover 
the handling of a 
delinquencies if a recession of some 
hits us. 


great increase in 
magnitude ever 

> Speaking of servicing fees, I won- 
der how much of the fear of reduced 
and increase in direct lending 
might have been avoided had mort- 
bankers held the line on 
and had not been so willing to cut 
fees’ to keep or get business being 
sold by FNMA, or to capture or keep 
a big builder, or make a new mort- 
gage connection. 


fees 


gage fees 


> With this tight money situation 


likely to worsen this spring, institu- 
tional investors are more anxious than 
ever to see that your speculative activ- 
ities either in mortgage prices or in 
land development and building activi- 
ties are kept in reasonable relation- 
ship to your net worth. Mortgage 
bankers have prospered mightily in 
the past 15 years but, even so, your 
capital and surplus increase has fallen 
considerably short of matching your 
great growth and expansion into spec- 
ulative non-mortgage banking areas. 

> Lastly, mortgage bankers depend 
on the commercial banks for their 
short term credit lines and on the sav- 
ings banks and the life insurance com- 
panies to buy their long term loans. 
They should give all possible aid in 
securing legislation that will eliminate 
discrimination and that add to 
the relative attraction of commercial 
and savings banks and life insurance 
companies as repositories of the peo- 


will 


ples’ savings. Our interests are mu- 
tual. You’ve got to have our money 
and we have to be able to 
new savings before you can get it. 


attract 


Along this same line, I should men- 
tion the need for all-out cooperation 
of mortgage bankers with the 
forces of the life insurance companies 
they represent. Many still fight this 
matter. Keep in mind that sales of 
life insurance provide a large part of 
the funds you use. Life insurance top 


sales 


management is growing much more 
the which you 
folks cooperate with us on the sales 
front. 


aware of degree to 


This reminds me of something else, 


and that is your own pension o1 
profit-sharing funds. I can’t really 
complain if management .of those 


funds is in the hands of 
bank, but I wonder if it’s 
proper for you to set up self-admin- 
istered plans and then put the money 
into the stock and bond markets in- 


your com- 
mercial 


stead of using a life insurance com- 
pany insured or deposit administra- 
tion plan. 

the life insurance 
industry will invest a little more 
money in 1960 than in 1959—around 
$10 to $11 billion. Probably a smaller 
total 
and of 


To summarize, 


will into 
this 
money, a reduced amount will go into 


FHA and VA loans. Mortgage rates 
lag in general movements on interest 


portion of the move 


mortgages mortgage 


rates, both of the up and down sides. 
This the 
mortgage investments of greatest value 


has result of making new 
to the long-term investor when inter- 
est rates are trending downward, or 
are low. It’s a good trick if you can 
do it, and some of us try to do it— 
namely, accent the acquisition of am- 
ortized mortgages when interest rates 
are low, and step up purchases of 
long-term bonds with good call pro- 
tection when interest rates are high. 

We will be in a lender’s market 
until the general level of business 
turns downward. Nearly all agree that 
a slow-up in economic activity will 
not start prior to the fourth quarter 
of 19°0 or sometime during the first 
half of 1961. So long as this lender’s 
market exists, you will have to expect 
the lender to use a sharp pencil on 
rates, servicing fees and underwriting 
requirements. You will also have to 
expect some increase in direct lending. 

However, you have the knowledge 
that most sizable life insurance com- 
panies, including the one I represent, 
are firm believers in the correspond- 
ent You provide us with a 
very high caliber of representation, 


system. 


better than we ourselves can afford. 
We believe that the mortgage banker 
is a vital part of the financial ma- 
chinery that will care for the con- 
tinuing industrial, commercial and 
residential growth of our nation and 
that we will be providing you with 
funds for a long time to come. 
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20 
No Longer Is 66: ° 
a Lending Strait Jacret 


It almost seems as though it was yesterday when we were saying 

that the 6675 ratio was a lending obstacle that had to be hurdled. 

All of a sudden things began to happen and once the ball started to roll, 
it picked up momentum fast. Almost everywhere there is a new look 
in lending ratios in keeping with the times and experience of the past. 


TRIKING at the very heart of 
~ mortgage lending and affecting 
every lender is the problem of state 
loan limitations governing conven- 
tional lending by life insurance com- 
panies. Time-honored though it might 
be, the 6634 per cent ratio of loan-to- 
value which yet prevails in most states 
is no longer realistic in terms of to- 
day’s market. Nor is it an entirely 
adaptable ratio—for, conceived and 
enacted long before our present-day 
monthly amortized loan came to en- 
joy the wide usage it now does—it 
places insurance company lenders at 
a competitive disadvantage as far as 
conventional loans are concerned. 

Of course, there are exceptions. 
Both Alabama and New Hampshire 
permit loan-to-value ratios of 80 per 
cent. And in Vermont, too, life insur- 
ance companies and savings banks are 
permitted to make 80 per cent loans 
on single-family or two-family proper- 
under that state’s 
laws, there are certain conditions at- 
tached which could make it a little 
cumbersome for a Vermont insurance 


ties. However, 


company to make 80 per cent loans 
in other states. 

New Jersey 
limitation ratio from 6634 to 75 per 
cent as far back as 1937; Idaho did 
likewise in 1951; and Utah followed 
suit in 1953. In 1955, and 
Washington raised their ratios to 75 
per cent; and in 1957 Wyoming fol- 
lowed the trend. But it was in the 
year just past—1959—that the great- 
est gains were made in the industry’s 


increased its lending 


Hawaii 


unceasing efforts to increase and there- 
by modernize the now outmoded 6635 
per cent ratio. 

When, on April 10 of last year, the 
state of New York put into effect a 
law authorizing the life insurance 
companies domiciled in that state to 
increase the permissible percentage of 
loan on certain residential property 
from 6624 per cent to 75 per cent of 
value, it marked a major forward 
step. And, as could be expected, once 
this pivotal insurance and investment 
state pointed the way, other states 
were quick to follow. 

Illinois, Iowa and Maryland were 
among the states to effectively intro- 
duce and pass legislation in 1959 
which upped their lending ratios to 
75 per cent. These developments were 
duly reported on these pages, when 
the last recap of the situation was 
made in this publication’s June issue. 
To report further—on activities in 
those states which as of our last re- 
capitulation had had legislation in- 
troduced or pending, and on all other 
subsequent developments, we find: 

CALIFORNIA; Bill introduced and 
passed, increasing loan-to-value ratio 
on single family dwellings from 6624 
to 75 per cent. 

DELAWARE: Bill with the same 
limitations as the California bill, and 
upping the lending ratio to 75 per 


By ROBERT J. BERAN 
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cent, was signed by the Governor on 
May 21, 1959. 

DISTRICT OF COLUMBIA: On 
September 21, 1959, the District of 
Columbia domestic company invest- 
ment law was amended to increase the 
loan-to-value ratio in connection with 
mortgage loans from approximately 
72 to 75 per cent. 

FLORIDA: Bill changing the state’s 
loan-to-value ratio from 6634 to 75 
per cent was approved as part of the 
Revised Florida Insurance Code as of 
June 1, 1959. It became effective, as 
law, October 1, 1959. 

NEBRASKA: Originally, legislation 
in this state was not expected until 
1961. However, a bill increasing the 
loan-to-value ratio from 6634 to 75 
per cent became effective June 27, 
1959. 

OHIO: Effective September 28, 
1959, a bill increasing from 6634 to 75 
per cent the loan-to-value ratio on 
mortgages, provided single family 
dwelling and amortization period not 
exceeding 30 years, in an amount not 
exceeding $30,000. 

PENNSYLVANIA: Bill changing 
the loan-to-value ratio from 6624 to 
75 per cent of real estate value was 
approved and became effective on De- 
cember 18, 1959. 

TEXAS: Bill increasing legal limit 
of loan-to-value ratio to 75 per cent, 
introduced and passed. 

WISCONSIN: In this state, the 
legal lending ratio is not yet 75 per 


(Continued on page 37) 





SERVICING TIPS 





from the TOP 


About mortgage loan servicing 
Conducted by W. W. Dwire 


Chairman, Servicing Committee 








A Combination Single Debit Form for 
Bookkeeping Machine System 


for 42 investors and 20 of these 
have “cutoff dates” on the 20th of 
the month. 


Os company now services loans When you're serving a great many investors, 
sometimes a great many things have to be 
done all at one time. Thus any saving in time, 


Compiling a list of Delinquent and expenditure and effort is always welcome. What this 


Prepaid accounts giving loan number, company devised as told here may be that sort of 
principal and interest breakdown and suggestion for many. 


due dates of the delinquents or pre- 
paid payments has become a laborious 


task inasmuch as we are not yet using By RAYMOND L. DAVIS, JR. 


an IBM installation. Treasurer, Murphree Mortgage Co., Nashville 


In the past, it has been necessary 
for the person getting out the reports termine the status of each loan. Go- was necessary even though we were 
to go through all ledger cards to de- ing through the cards a second time running our trial balances on two 
NCR 31 Posting Machines. 
We are now using a combination 
ussgues aeenet tee OO Sew Trial Balance of Principal Balances 


Ese nd Pri i Bal os with Arr ind Pr t ~ ° 
Pe eR ee ae eee and Escrow Balances which also pro- 





























Serviced For Federal National Mortgace Association Int. Rate bee . - ° ° . 
Month Ending _ Decenber 25, 199 Type __Filk vides for the listing of Delinquent and 
| Escrow Principal ARPEARS PREPAYMENTS Prepaid Loans at the same time the 
| ii r -¥° . . ~ . ~ 
Number Balance | Salance ij Mo Principal Interest : Mo Principal Interest Trial Balance is taken. 7 his form 
4073 6269 | 2.223.161) | A . 
me oh ears seoaaell has been a great time saver for us 
077 ase 1776.98) 
ee Met y+ aoeszs af 1282) 3038) and we are now able to get our re- 
atts 100.14 | 4309.29 el 1202 2848 q é = , 
213 | 2532 4848.19 1208 29.96) port out in a fraction of the time 
4290 50.33 7.66 641 |} | ° ° 
e336] 0 2th] | Z3ne7el previously required. 
ore 2228 | 6536387)| | mm) 1683) 2867 “- * . 
a398 | 3239 a779¢3|/ | a A gratifying result of this change 
& | 78 | &523.77}) 3 ? | | ‘ 7 “ ‘ = 
| €g 78 19.76 | , ‘ baie’ ; a 
o373 | pnts 299747| | - | is that our posting operators like it 
ace | oes] | Stecas | | very much and the additional time 
aSIo 7909 &a34e85 . we 
Zoos] 9 gass | Sessa! m) 837) soe required by them to take a Trial Bal- 
3037 | 17236 7.88093 . ° 
728 | 3223 a90372|/ | ance has been negligible. 
a. The specimen copy shown here in- 
. a , ; 
f a } |_| | dicates the way the setup works. In 
71 385 | 164315.75 |] | 3253 | 128.37) | 2520 | seo: i 
Totals = | the event a loan is more than one 
RECONCILIATION OF UNPAID PRINCIPAL avment ast-due. the achine will 
MURPHREE MORTGAGE COMPANY Total of Previous Trial Balance = __ S paymes past-due, © machine wi 
Plus Total New Loans Hace ; , ‘ 1 > . ; } 
a om} -sneh once ———. space down and provide for listing 
Less Total Monthly Amortization © 0000000 the breakdown for the additional pay- 
TOTAL —E ment delinquent. 
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INSURANCE To 
Cover Every Lender Hazard 


ONSIDERABLE interest has de- 
C veloped for a Mortgagee’s Inter- 
est Policy that would insure a lendet 
against loss from all of those hazards 
which the mortgage form provides that 
the mortgagor must Carry. 

Interest in such a policy is increas- 
ing for a number of reasons. The 
ruling in the case of Investors Diversi- 
fied Services, Inc. purportedly prohib- 
its a requirement by the mortgagee 
that he write all insurance required 
by the mortgage. This has encouraged 
insurance brokers to solicit the busi- 
ness. Many mortgagees, particularly 
banks and insurance companies mak- 
ing direct loans, are finding it desirable 
as a matter of policy not to write in- 
surance. The new broader form o1 
complicated policies are tending to 
make insurance a field for specialists 
There is continued pressure by local 
insurance organizations in an effort to 
prevent mortgagees from giving spe- 
cial concessions to their insureds which 
they do not give to borrowers using 
outside insurance brokers. There is a 
tendency among some insurance asso- 
ciations to insist that the mortgage 
servicers have an unfair advantage 
when they use confidential mortgage 
information to secure insurance busi- 
ness 

These factors have brought about 
a reduction in the desirability of an 
insurance department to the extent 
that more and more interest is being 
shown in a blanket policy that would 
eliminate all need of handling the 


That’s what is suggested here, the possibility that the 


industry may need a policy that would insure a lender 


against loss from every hazard which the mortgage provides 


that the mortgagor must carry. Is it needed, and if so 


to what extent? Mr. Peth takes a look at the idea 


and thinks that the need is growing and that in the years 


ahead there is the likelihood that just such a 


policy will be widely available. 


individual policies on conventional 
loans. 

The cost of handling the insurance 
policy supporting each loan tends to 
be nearly the same under the usual 
methods of operation regardless of 
offsetting income. Approximately one 
employee, plus supervision, is needed 
for every 2000 to 3000 loans. The cost 
tends to remain quite consistent 
whether the policies are all written by 
the mortgagee’s insurance department 
and a commission collected on each 
policy, or whether they are all ordered 
and written outside of the office and 
checked by the mortgagee’s insurance 
department, or whether they are all 
sent in by outside agents and no com- 
mission is received. In the latter case, 
the outside agent does not have ready 
access to all of the necessary informa- 
tion, and required endorsements, and 
is inclined to be reluctant to ask the 
mortgagee for it, which results in cor- 
rection of most policies and the re- 


writing of many of them. 

A Mortgagee’s Interest Policy would 
limit the cost of handling insurance 
to the amount of the premium on such 
a policy. 

On conventional loans where the 
mortgage form requires the carrying 
of certain insurance, and particularly 
where reserves are set up for the pay- 
ment of that insurance, losses under 
such a Mortgagee’s Interest Policy 
should be negligible. Most owners are 
sold on the necessity of proper insur- 
ance and would carry it whether or 
not a mortgagee required it. Owners 
are anxious to protect their equity 
and nearly all have been educated to 
the need for fire insurance. There are 
an ample number of insurance brokers 
in the metropolitan areas where large 
lenders operate to sell the necessary 
insurance. 

A lender with a blanket Mortgagee’s 
Interest Policy would not have the 
problem of caring for the individual 


By KENNETH W. PETH 





Executive Vice President and Treasurer. 
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Burwell & Morford, Seattle 











policies by themselves or their cor- 
respondents. Under the Mortgagee’s 
Interest Policy the entire responsibility 
for arranging and maintaining valid 
and collectible insurance in accord- 
ance with the Mortgage Agreement 
is shifted to the mortgagor. But the 
mortgagor’s responsibility would be 
covered by the Mortgagee’s Interest 
Policy so that in the event the mort- 
gaged property is damaged or de- 
stroved and there is not collectible 
insurance, although proper insurance 
is required in the Mortgage Agree- 
and the Mortgagee shall actu- 


ment, 
ally suffer a monetary loss, the policy 
would indemnify the Mortgagee for 


that loss. 

the insurance carrier 
through 
( mortga- 


In such event, 
endeavor to 
recourse against the owner 
gor) of the damaged property for the 
insurer's loss suffered as a result of 
the mortgagor’s failure to live up to 
his undertakings in the Mortgage 
Agreement. 

The premium for the blanket policy 
would be paid by the servicer or the 
lender in order to avoid the individual 
policy servicing cost. A correspondent 
would still be in a position to solicit 
business from the mortga- 
wished, but any policies 
delivered directly to 


would recovel 


insurance 
gors if they 
written could be 
the borrower. 

This type of insurance would un- 
doubtedly work only on conventional 
loans on private residences or those 
under, say, $25,000. Acceptance by 
the FHA and VA would probably 
only come about when the plan has 
proven itself on conventional loans to 
satisfaction. 


All 


their 


An Mortgage Risk Insurance 











DEWBERRY TTLINILE m 


807 SO. 20th ST BIRMINGHAM ALABAMA 





Policy has actually been in effect in 
Canada. The Huron & Erie Mortgage 
Corporation, London, Ontario, pur- 
chased such a policy through the in- 


surance brokerage firm of Cronyn, 
Pocock & Robinson, Ltd., 199 Queens 
Avenue, London, Ontario, Canada. 


This policy was written by the Guar- 
antee Company of North America, 
1111 Beaver Hall Hill, Montreal 1, 
Canada. 
As the need for Mortgagee’s Inter- 
Policy definitely appears to be 
growing surely a policy will be avail- 
able and quite widely used in the 
years ahead. 


est 


6624 % RATIO 
(Continued from page 34) 
cent, but legislation was passed in the 
past year which—under a special “lee- 
way provision”—does permit a loan- 
to value ratio of “more than 6634 per 
cent.” 

Three states have indicated definite 
plans to introduce bills containing 
modernizing legislation in regard to 
their lending ratios: 

GEORGIA: 
whether or not to 
subject of 
study and it is slated for 


the issue of 
increase lending 


legislative 


Last year 


ratios was a 


re-introduc- 


tion sometime during the 1960 ses- 
sions. 
KENTUCKY: For early 1960 a 


plan is afoot to sponsor legislation to 





FHA 
VA 





get the law changed from the cur- 


rently prevailing 6624 per cent ratio 
to 75 per cent. 
LOUISIANA: In May, 1960, a 


bill will be introduced paralleling the 
New York law. 

The state legislatures of ALASKA, 
ARIZONA, MASSACHUSETTS, 
MICHIGAN, MISSISSIPPI, NE- 
VADA, RHODE ISLAND and VIR- 
GINIA all will meet in 1960, but 
nothing is known as to their plans re- 
garding such legislation. The COL- 
ORADO, KANSAS and WEST VIR- 
GINIA legislatures will meet also in 
1960, but their sessions wil be purely 
budgetary in scope. 

SOUTH CAROLINA is a special 
This state now permits loans up 
te 70 per cent. It will be difficult to 
obtain legislation in South Carolina 
permitting insurance companies domi- 
ciled in the state to go in excess of 

) per cent; and an effort is now be- 
ing made to get the two largest com- 
panies to go on record in favor of the 


case. 


increase. 

So—at latest count—the score reads 
like this: some 21 states plus the Dis- 
trict of Columbia, where loan-to-value 
ratios stand at 75 per cent or higher; 
one state, Wisconsin, which permits 
“more than 6624 per cent’’; one state, 
South Carolina, which permits “up to 
70 per cent”; and three states with 
definite plans to introduce corrective 
legislation within the year. 


MORTGAGE FINANCING 
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FITZGERALD, REED & BISCO 


554 FIFTH AVE., NEW YORK 36 * 
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James B. Biddle, executive vice 
president of M. P. Crum Company. 
Dallas, is the newly-elected president 
of the Dallas MBA. He succeeds Ken- 
neth Dealey of Maxson-Mahoney- 
lurner as president of the 60-membet 


organization 


Named to serve with Mr. Biddle 
were Al Streitmatter, Association 
vice president, and M. J. Greene, As- 
sociation secretary treasure! Mr 
Streitmatter is vice president and 
manager of mortgage loans for Re- 
public National Life Insurance Com- 
pany, while Mr. Greene is comp- 
troller of Southern Trust and Mort- 


Philadelphia MBA 
Names John Chatley 


John Chatley, Jr., vice president of 
the Fidelity-Philadelphia Trust Com- 
pany, was elected president of the Phil- 
idelphia MBA at the group's annual 
meeting. He succeeds J. L. Aylsworth. 
Other officers named include: vice 
president, Robert S. Irving, executive 
vice president, W. A. Clarke Mort- 
gage Company; treasurer, William K 
Brandt, vice president, Central-Penn 
National Bank of Philadelphia; and 


secretary, David Bloom, manager. 


gage Company 


Mr. Biddle is vice chairman of 
Texas MBA’s education committee 
and is a member of the faculty of 
Southern Methodist University and of 
Dallas College of S.M.U 

4 graduate of the Georgetown 
School of Foreign Service and of the 
Harvard Graduate School of Busi- 
ness, Mr. Biddle holds a Master’s de- 
gree in Business Administration. He 
was once associated with Equitable 
Life Assurance Society as an ap- 
praiser and loan negotiator 

Above, left to mght, Mr. Streit- 
matter, Mr. Biddle, and Mr. Greene. 


mortgage department, Jackson-Cross 
Company 

Members of the board named in- 
clude 

J. L. Aylsworth, Jr., president, 
Mortgage Associates, Inc. 

Thomas Matthew, president, North 
East Federal Savings & Loan Asso- 
ciation. 

George B. Young, Travelers Insur- 
ance Company. 

E. G. Crockett, president, Crockett 
Mortgage Company. 

To fill the unexpired term of J. J. 
Braceland, Fidelity Bond & Mortgage 
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Co., resigned, John E. Krout, Jr., 
vice president, Philadelphia Savings 
Fund Society, was named to the 
board. 


Many Local Groups 


Name New Officers 
>» CLEVELAND: Bertrand W. Ben- 


dell, president, Bendell-Lafler. Inc., 
Cleveland, is the new president of 
that city’s local MBA. Other 1960 
officers of the Cleveland association 
are: vice president, H. Lloyd Fulton, 
vice president, Central National 
Bank: secretary, A. E. Seymour, 
president, Almour Mortgages Inc.; 
treasurer, William B. Mayberry, 
Northwestern Mutual Life Insurance 
Company 


>» ATLANTA: President of the At- 
lanta MBA for 1960, will be Jack M. 
Martin, president of the Colonial In- 
vestment and Mortgage Company. 
Serving with him will be other re- 
cently elected officers: Peter M. 
Lynch, Jr., vice president, D. L. 
Stokes & Co., Inc., as vice president; 
Lacey Gilbert, vice president, Miller- 
Terrell Company, Inc., as secretary; 
and W. W. Gamble, vice president 
and secretary, Spratlin, Harrington 
& Thomas, as treasurer. 


PRESIDENT’S PAGE 
(Continued from page 27 


3. Borrowers can, will, and should 
pay a going market interest rate on 
FHA loans. That they can and will, 
is clearly indicated in the conven- 
tional loan field, where the volume of 
loans is very little affected by fluctua- 
tion in interest rates. 

The following solutions have been 
advanced by MBA for years to make 
FHA loans available to the maximum 
number of home buyers at the lowest 
effective rates and they appear more 
sound and workable today after an- 
other experience with a tight money 
market. 

1. Members of Congress should 
“get off the backs” of the investors 
who are buying FHA loans and take a 
more realistic view of the functioning 
of the long-term investment market 
in which FHA loans must operate. 

2. Congress should without delay 
remove the requirement that the 
builder pay the loan discount for the 
home buyer-borrower. The borrower 
is permitted to pay it now when he 
re-finances his own loan and it is 
completely unnecessary, unfair and 
unreasonable to tap the builder or the 
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seller for it just because, in many 
cases, he will do so rather than miss 
a sale. 

3. Congress should remove all ceil- 
ings on FHA loans, so they can move 
with money market conditions. Or, if 
that is still politically unacceptable, 
it should approve a more workable, 
flexible interest rate program under 
which interest ceilings can move with 
the market more easily and faster so 
that discounts, to be paid by the bor- 
rower, will be held within a small 
range. 


Harvey Ramsey Heads 
Fort Lauderdale MBA 


Harvey E. Ramsey, vice president, 
Florida Bond and Investment Com- 
pany, Fort Lauderdale, Florida, is the 
newly elected president of the MBA 
of Fort Lauderdale—Broward County. 
Other 1960 officers of the local 
group include: as vice president, Ted 
Stephan, assistant secretary, Lon 
Worth Crow Company; as secretary, 
Jerry Palatini, loan officer, W. G. 
Mathes, Inc.: and as treasurer, B. G. 
Johnson, vice president, Broward Na- 
Bank of Fort Lauderdale. 
Elected directors were: C. D. Jack- 
son, vice president, The First Na- 
tional Bank in Fort Lauderdale; How- 
ard J. Murphy, vice president, W. G. 
Mathes, Inc.; Robin Brown, vice 
president, D. R. Mead and Company; 
Robert Lee Clark, president, Clark 
Mortgage Company. 


tional 





At the Arkansas MBA meeting: W. B. Case, secretary-treasurer, 
Arkansas MBA; MBA President B. B. Bass; William E. Terry, 
president, Arkansas MBA and president, William E. Terry & Co., 
Inc., Little Rock, and A. S. Rosen, association vice president, 








Antone R. Bowler, president of the 
Jordan Mortgage Company (left) was 
elected president of the Denver MBA; 
Roger Nelson, vice president, Moore 
Mortgage Company, was elected vice 
president and Karl T. Roth, execu- 
tive vice president of General In- 
vestment Company, was elected sec- 
retary-treasurer. 

Right, 
Bowler presents a gold engraved 
plaque to retiring President Edward 
J. Dempsey, president of Johnson- 
Anderson Mortgage Company, in rec- 
ognition of his service as 1959 presi- 
The Denver 


newly elected President 


dent of the association. 


Mortgage Bankers Association em- 
braces all the varied mortgage lending 


interests in its area. 








» 





manager of the loan department of Block Realty Company, Little 
Rock. Right, Terry commissions President Bass officially as an 
Arkansas Traveler by authority of the Governor and Secretary of 
State, a distinction comparable to being named a Kentucky Colonel. 
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On the rEgenda 





Sen. Sparkman and Norman Mason to Address 
MBA Chicago Conference This Month 


The business outlook and prospects 
for this much-publicized decade 
of the sixties, with emphasis on the 
problems with which mortgage lend- 
ine and construction will be con- 
fronted in this opening year of the 
period, will highlight the Association’s 
first 1960 regional meeting, our Mid- 
western Mortgage Conference, Con- 
rad Hilton Hotel, Chicago, February 
29.March |. Since it seems to have 
become traditional that when there 
are large question marks in the busi- 
ness picture, our attendance soars, it 
is expected that as many as 1400 will 
be on hand for the initial 1960 Con- 
ference 

Ernest P. Schumacher, chairman of 
the Conference Committee and presi- 
dent, Schumacher Mortgage Com- 
pany, Inc., Memphis, will open the 
meeting and John R. Womer, Chair- 
man of the Chicago Conference and 
vice president, Great Lakes Mortgage 
Corporation, Chicago, will preside 

Among the speakers who will ad- 
dress the meeting are B. B. Bass, As- 
sociation President and President, 
American Mortgage and Investment 
Company, Oklahoma City, speaking 
on “Prospective Developments in the 
Mortgage Market” 

Dr. Philip Hauser, Professor and 
Chairman, Department of Sociology, 
University of Chicago, Chicago. 
speaking on “What the Mortgage 
Banker Should Know About Ow 
Population in the 1960's”; 

Dr. George Cline Smith, Vice Pres- 
ident and Economist, F. W. Dodge 
Corporation, New York, speaking on 
“What the Mortgage Banker Should 
Know About Construction Demands 
in the 1960's”: 

James C. Downs, President, Real 
Estate Research Corporation, Chi- 
cago, speaking on “How the Real Es- 
tate Market of the 1960’s Will Differ 
from the Real Estate Market of the 
1950's” 

Miles L. Colean, Washington, D. C.. 
speaking on “Supply of Mortgage 
Credit in the 1960's.” 

Dr. Ezra Solomon, Professor of Fi- 
nance, Graduate School of Business 
Administration, University of Chicago, 
speaking on “The Economy of the 
United States in the 1960's 


The second Conference session will 





be devoted to a symposium discussion 
concerning “The Challenge of the 
1960’s to the Mortgage Banker,” and 
moderated by Samuel E. Neel, MBA 
General Counsel. Speakers will be 
Senator John Sparkman of Ala- 
bama speaking on prospective 
legislation 

Norman P. Mason, Housing and 

Home Finance Agency Adminis- 
trator, Washington, speaking on 
the federal programs. 

Another feature of the Chicago 
Conference will be the traditional 
Farm Loan Luncheon and Clinic, 
where members will hear John H. 
Crocker, Chairman, ABA Agricultural 
Commission and President, Citizens 
National Bank, Decatur, Ill. Ewart W. 
Goodwin, President, Percy H. Good- 
win Company, San Diego, and 
Chairman of the Farm Loan Com- 


mittee, will preside. 
A second special feature of the Chi- 








James Downs Miles Colean 


John R. Womer E. P. Schumacher 


40 THE MORTGAGE BANKER + February 1960 





cago Conference will be a breakfast 
meeting sponsored by the Association’s 
Young Men’s Activities Committee. 
Edward C. Greene, Vice President of 
Southern Trust and Mortgage Com- 
pany, Dallas, is Chairman of the com- 
mittee. 

Four young men associated with 
life insurance companies and fraternal 
institutions will discuss commercial 
and industrial mortgage loans, pur- 
chase lease-backs and direct placement 
mortgages. They include Robert 
Campbell, Franklin Life Insurance 
Company, Springfield, Ill.; K. Lee 
Martyn, manager, commercial and. in- 
dustrial loans, Country Life Insurance 
Company, Chicago; Harold Bravick, 
of the Investment Department of the 
Aid Association for Lutherans, Apple- 
ton, Wis.: and Douglas G. Alford, 
manager of the mortgage loan depart- 
ment, Woodmen of the World Life 
Insurance Society, Omaha, Nebr. 


“The Road” Winning 
Critical Acclaim 


The MBA motion picture, “The 
Road to Better Living,” has now 
reached full stride in nation-wide dis- 
tribution and from now on there is 
almost no place in the country — 
whether before clubs and organiza- 
tions or on TV—that one cannot ex- 
pect to see it. 

Well over 300 bookings have been 
made through Association Films, 
which handles distribution before 
clubs, schools, educational institutions, 
etc. Bookings through Sterling Movies 
U.S.A., which handles telecasts, has 
not been so extensive as vet, but this 
phase of the program began some- 
what later. 

More and more local associations 
are purchasing prints and getting ef- 
fective distribution. Individual MBA 
members who have purchased prints 
are generally doing a good job with 
it. Audience reaction has been uni- 
formly good and it begins to appear 
that the high hopes which the As- 
sociation’s Public Relations Commit- 
tee had for this venture will be fully 
realized. 

A case history of just what can be 
accomplished with the film by an As- 
sociation member is provided by what 
has been done by City Bond and 
Mortgage Company, Kansas City. 
The firm was one of the earlier pur- 





os ee 





chasers of a print and, according to 
Dale M. Thompson, president, it has 
proved to be one of the most effective 
builders of good will for the Com- 
pany ever employed. City Bond has 
taken full advantage of the oppor- 
tunity which the film offers and, un- 
der the direction of Kathryn Knap- 
penberger, vice president, has had the 
print working full time ever since. 
[he results speak for themselves. 

After less than a month it had been 
shown to more than one thousand 
persons attending such meetings as 
American War Dads, numerous chap- 
ters of clubs as Sertoma, Optimist, 
Kiwanis, Mercury, Lions; the Cham- 
bers of Commerce of many of the 
smaller towns in the Greater Kansas 
City area; many churches, American 
Legion Post meetings, American Le- 
gion Auxiliary meetings, synagogues, 
the South Central Business Men’s As- 
sociation, the Kansas City Wholesale 
Credit Women’s Club, the Retail 
Credit Association, group employee 
meetings of various business organi- 
zations and to the larger real estate 
company annual and regular sales 
conferences. 

All this has kept the City Bond 
staff busy. The film is always shown 
by an officer, sometimes two. A short 
presentation is made pricr to the 
showing and questions are answered 
at the conclusion. The company had 
in mind having an open house and 
showing the film for the communities 
in which each of its four branch of- 
fices are located. However, constant 
bookings of the film have kept them 
so busy that the open house arrange- 
ments have not as yet been set. 

Thirty-five additional bookings were 
made for late January and the early 
part of February—sometimes as many 
as three showings in a day. For ex- 
ample, a Breakfast-at-Eight Club or a 
real estate sales meeting in the morn- 
ing,a civic group luncheon meeting at 
noon, and a church, American Legion 
or some other club or real estate sales 

(Continued on page 46) 
FILM ORDER BLANK 


Department of Public Relations, 

Mortgage Bankers Association 

111 West Washington St. 

Chicago 2, Ilinois 

Please send me prints of the 
film, “The Road to Better Living,’ at $150 
per print. My check payable to MBA is 
attached. 


Name Title 
Street . - _ — 
City ' Zone State 











Profiles of People 
at work in MBA 


GEORGE H. DOVENMUEHLE is chairman of the board of one 
of this country’s oldest mortgage houses—Dovenmuehle, Inc. in Chi- 
cago, a firm which dates back 116 years. A graduate of Yale, and a 
distinguished figure in the industry he knows so well, he stands well 
in the front ranks of mortgage lending’s more progressive thinkers. 
Rated one of his city’s outstanding citizens in the field of urban de- 
velopment and housing planning, he is a director of the Chicago 
Dwellings Association and serves on numerous planning and housing 
bodies. A member of the board of the Chicago Title 
and Trust Company, he also was elected recently 
to the St. Luke’s-Presbyterian Hospital Board. He 
is a past president of the Chicago MBA, one of 
the largest and most active of local groups. Ten 
times a grandfather, George sums up his own phi- 
losophy of everyday living quite simply: “A life 
of useful service is by far the most attractive life I can imagine.” 
Deeply interested in the professional growth of his employees, he is 
greatly concerned with the development of executive leadership 
within the industry, generally—in terms of business acumen and 
understanding for the ethics of the business. Recipient of the MBA 
Distinguished Service Award in 1950, George lectures regularly at 
the MBA School of Mortgage Banking and has been active for many 
years on the Association’s Board of Governors. Filling his second 
term as Treasurer of MBA, he serves, too, on the Executive and In- 
surance Committees and is chairman of the Finance Committee. 





HARRY HELD, as senior vice president of The Bowery Savings 
Bank in New York—largest mutual savings bank in the country and, 
as such, a significant force in the money market—is recognized as 
one of the most influential personalities in the entire investment field. 
A man who thinks deeply and reflectively, he possesses one of the most 
complete understandings of the money market, coupled with a keen 
awareness of the perplexities and implications of its many interrelated 
actions. And within the industry he holds a reputation—deservedly 

so—as an innovator of thought; also, he writes ex- 

tensively and his articles on mortgage credit and 

other aspects of the investment picture appear fre- 

quently in leading financial publications. Certainly, 

he is one of the busiest men in the business. Chair- 

5 man of the Committee on Mortgage Investments for 

me the National Association of Mutual Savings Banks, 

he serves, too, on the Committee on Real Estate Mortgages of the 

American Bankers Association. A member of the HHFA Advisory 

Committee on Housing for the Elderly, he has served in past years 

on various industry advisory committees of FHA and, also, on the 

national VHMCP Committee and the earlier Voluntary Credit Re- 

straint Program Committee. He is a faculty member of the Graduate 

School of Banking, Rutgers University; the MBA School of Mortgage 

Ranking, Northwestern University; and the American Institute of 

Banking, New York Chapter. A regional vice president of MBA, 

and formerly an associate governor at large, he has been active on 

numerous Association committees. This year he is in his second term 

as chairman of the Board of Trustees, Research and Educational 
Trust Fund. 
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First MBA Servicing Clinic for This Year 
to Be in Washington, D. C. March 17-18 


On March 17 and 18 in Washing- 
ton, D. C., MBA will present its first 
Mortgage Servicing Clinic of the year. 
Appropriately enough with the 
1960's promising to be a decade quite 
unlike any the mortgage industry has 
experienced in the past—the two-day 
session to be held at the Hotel May- 
flower will offer one of the finest serv- 


icing clinic programs yet attempted. 


Keyed to the theme, “Loan Ad- 
ministration in Proper Perspective,” 
the Clinic is designed, as always, to 
provide the maximum in individual 
participation for both the mortgage 
banker and the investor, As such, it 
will be comprised primarily of round- 
table seminar sessions. There will be 
both servicing and investor seminars, 
with the number and scope of investor 
sessions per se being expanded over 


those offered in prey wus years 


At the Clinic’s opening morning ses- 
sion, an address will be delivered by 
Gordon L. Lippitt, program director 
of the National Training Laboratories, 
National Education Association of the 
United States, Washington, D. C. He 
will speak on “Developing Teamwork 

the Executive’s Job.” MBA Presi- 
dent B. B. Bass, president of the 
American Mortgage and Investment 
Company, Oklahoma City, will also 
speak, at the Clinic’s second-day 
luncheon. His topic will be: “Top 
Management's Role in Loan Admin- 


istration.” 


Of the “servicing seminars” to be 
available, two will be appearing for 
the first time on a Servicing Clinic 
program. One will deal with “Admin- 
istrative Responsibilities of the Loan 
Servicing Supervisor,” a topic which 
the ever-increasing responsibilities and 
complexities in loan portfolio admin- 
istration makes most pertinent. The 
other, “Efficient Construction Loans 
and Loans-in-Process Accounting Pro- 
cedures,” will cover such aspects of 
the subject as general ledger controls, 
subsidiary records, accounting for pre- 
miums and discounts, etc 

Others among the “servicing sem- 
inars” will be 

“Collections and Delinquencies”—a 
session which will touch upon the 
value, significance and timing of late 


notices, educating of the borrower on 
prompt paying, the advantages of 
payment books, finder cards, payment 
envelopes, etc. in reducing delinquen- 
cies, and many other related aspects. 


“VA and FHA Delinquency, Fore- 
closure and Claim Procedures’’—here, 
in addition to a general discussion of 
foreclosure procedures, emphasis will 
be put on VA and FHA assistance to 
the servicer, particularly in re-instat- 
ing unsatisfactory accounts. 


“Current Accounting and Remit- 
tance Procedures” posting media, 
accounting controls, service fee com- 
putations, visual scheduling of remit- 
tance reports, deposits and disburse- 


ments through the clearing accounts, 


etc 





W. I. DeHuszar Joseph Engleman 





L. K. Horn 


E. J. DeYoung 


“Escrow Administration” —a_ full 
review including methods of analysis, 
the handling of overagea and short- 
ages, the acquiring and paying of tax 
bills, proper accruals at loan closing, 
etc. 

“Servicing Tips and New Ideas” 
highlight of this session will be an 
up-to-the-minute report on such new 
electronic equipment as the IBM 
1401, the IBM Ramac, the Reming- 
ton Rand Solid State Computer and 
the Burroughs VRC. 


“Insurance Administration” ex- 
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piration and renewal records and con- 
trols, home owner and comprehensive 
policies, loss draft procedures, etc. 

Two “investor seminars” will be 
presented. One will deal with “Home 
Office Problems and Procedures.”’ The 
other, on “Investor-Servicer Rela- 
tions,” will include a special feature- 
a “tennis match” panel, designed to 
operate much like a real tennis match 
with a timed question-and-answer ex- 
change between two “teams” of par- 
ticipants. One team will consist of 
four “experts” and the opposing team 
will be made up of four “questioners.” 
Time limitations will be enforced by 
a “bell-ringer” and audience partici- 
pation will be encouraged. 

Roger W. Hatch, vice president and 
treasurer, Walker and Dunlop, Incor- 
porated, Washington, D. C., is the 
local area chairman of the Clinic. He 
will preside at all sessions. W. W. 
McCollum, president, W. W. McCol- 
lum, Inc., Arlington, Va., and presi- 
dent of the MBA of Metropolitan 
Washington, will welcome Clinic reg- 
istrants at the opening morning ses- 
sion. The program for this Clinic 
and the one to be held in Minneapolis 
in May—has been prepared by the 
MBA Mortgage Servicing Committee, 
headed this year by W. W. Dwire, vice 
president, Citizens Mortgage Corpo- 
ration, Detroit. 

Not all program participants can be 
named at this time, but among those 
definitely scheduled are: Raymond 
L. Davis, Jr., treasurer, Murphree 
Mortgage Company, Nashville; Rich- 
ard B. Caton, assistant secretary, 
Stockton, Whatley, Davin & Co., Jack- 
sonville, Fla.; L. K. Horn, secretary- 
treasurer, Lon Worth Crow Company, 
Miami; A. F. Potenziani, president, 
Mountain States Investment Corpora- 
tion, Albuquerque; William I. De- 
Huszar, vice president and treasurer, 
Dovenmuehle, Inc., Chicago; Edward 
J. DeYoung, vice president and con- 
troller, First Federal Savings & Loan 
Association of Detroit; Ralph J. Stew- 
art, assistant vice president, Union 
Square Savings Bank, New York; 
Howard L. Posey, treasurer, Cobbs, 
Allen & Hall Mortgage Co., Inc., 
Birmingham; Joseph Engleman, direc- 
tor of mortgage servicing, Mutual Life 
Insurance Co. of New York; Douglas 
C. Welton, senior vice president, Dry 
Dock Savings Bank, New York; and 
Paul P. Wilson, treasurer, Schumacher 
Mortgage Co., Inc., Memphis. 
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People : 


+ 

* 

o 
Jersey Mortgage Company of Eliz- 
abeth, N. J. organized a 20-year serv- 
ice club within their organization and, 
at their Christmas party, presented 
gold watches to the founding group of 
employees. They were engraved to in- 
dicate length of service and were pre- 
sented to Frank G. Reinfurt, assistant 
vice president; Miss Grace E. Milten- 
berger, secretary, and Mrs. Frank R. 

Hall, treasurer. 





the 
since December, 1939, had previously 


Mr. Reinfurt, with company 
served its predecessor, Jersey Mort- 
gage and Title Guaranty Co. Miss 
Miltenberger has been associated with 
the firm since 1938, and Mrs. Hall 
entered its employ in 1937. 

These officers, with Carton S. Stall- 
ard, president, and Robert E. Goldsby, 
chairman, constitute the charter mem- 
bership of the Twenty Year Club. 


Left, Carton S. Stallard, Robert E. 


Goldsby, Frank G. Reinfurt, Miss 
Grace E. Miltenberger and Mrs. 
Frank R. Hall. 


A 116-year-old mortgage company 
elected officers. Directors of 
Dovenmuehle, Inc., Chicago, elected 
George H. Dovenmuehle chairman, 
Theodore H. Buenger 


new 


and named 
president. 

Mr. Buenger, who is president-elect 
of the Chicago MBA, has spent his 
entire business career with the firm. 
He joined Dovenmuehle in 1945 fol- 
lowing his release from World War 
[i military service, and became vice 
president and director in 1951. 

Mr. Dovenmuehle has been presi- 
dent of the company since 1955. He 
joined the organization in 1923 as a 
vice president and became executive 


: Events 
> Places : 


vice president in 1934. 

The board also elected Luke Thorn- 
ton, who joined Dovenmuehle in 1957 
as a specialist in the industrial and 





Thornton 


Dovenmuehle Buenger 


commercial department, to assistant 
vice president. 
Mr. Thornton 
muehle from the Equitable Life As- 
surance Society of America where he 
specialized in mortgages on industrial 


came to Doven- 


properties, commercial buildings, re- 
tail stores, and apartment buildings. 


Kislak, Inc., one of the largest 
insurance 
will 
this 


J. 1. 


real estate, mortgage and 
organizations in New 


move its home office to Newark 


Jersey, 


year. The announcement was made by 
Julius I. Kislak, founder and _ presi- 
dent of the 54-year-old organization. 
The firm’s main office 
cated in Jersey City for the past 33 


has been lo- 
years. 

The firm had purchased the prop- 
erty at 581 Broad Street, Newark, 
which will serve as its new home of- 
fice. The five story building, a land- 
mark in Newark, com- 
prises approximately 50,000 sq. ft. of 
floor space. 


downtown 


Security Title Insurance Company, 
Los Angeles, merged with Land Title 
Insurance Company. As a result, the 
merged Security Title will have 28 
offices in 20 California counties and 
will underwrite in 13 additional coun- 
ties in California and Nevada. 

Total assets of Security Title now 
exceed $23,000,000 and the pro forma 
gross income of the merged companies 
for the first nine months of 1959 ex- 
ceeded $13,000,000. 





Reviewing the new program for Se- 
curity Title are (seated) vice presi- 





dent Floyd Cerini, and president and 
chairman William Breliant; (standing, 
left to right) Russell Padget, vice 
president and treasurer, and John J. 
Lyman, vice president in charge of 
business development. 


Lawrence A. Epter & Associates 
Inc., New York, has opened an office 
in Miami in Howard F. 
Knox, resident vice president. Mr. 
Knox was formerly vice president and 
director of Heitman Trust Company 
and the South Side Savings and Trust 
Company, both of Chicago, where he 
organized the FHA divisions of both 


charge of 


institutions. 


Robert A. Hoffman has joined Ivor 
B. Clark, Inc., New York. He was 
formerly manager of mortgages and 
real estate for Home Life Insurance 
Company. Mr. Hoffman acquired a 
broad range of experience in mort- 
gage finance during his 25 year tenure 
with Home Life and during an earlier 
association with the mortgage firm of 
Momand & Co. 


Harold Meenan, formerly with J. 
Maxwell Pringle & Company, Inc. 
Securities Inc., 
announced by 

president. A 


has joined Housing 
New York, it was 
Thomas P. Coogan, 
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New Yorker, Mr. Meenan has been 
associated with real estate and real 
estate securities during his entire busi- 
ness career. He was formerly affili- 
ated with John J. Meenan, Inc. and 
was President of Daniel Meenan 


Company 





Harold Meenan Eugene Moore 


The appointment of Eugene M. 
Moore to the newly-created post of 
executive vice president by Charles 
F. Curry & Co., Kansas City, was 
announced by Charles Ewing Curry, 
president. Moore was vice president 
in charge of the mortgage loan de- 
partment of Home Savings Associa- 
tion 

\ practicing attorney, Moore joined 
Home Savings in 1951 and was made 
an assistant vice president early in 
1952. In 1953 he was promoted to 
vice president in charge of the mort- 


rage loan department 


W. Francis FitzGerald has joined 
Ivor B. Clark, Inc., New York, as a 
vice president specializing in FHA 
and VA mortgages, a new activity for 
the Clark organization. Mr. Fitz- 
Gerald, who recently resigned his 
partnership in FitzGerald, Reed and 
Bisco, has been active in the banking 
and mortgage financing fields for the 
past twenty years. He is a member 
of the board of the New York MBA, 
a director of Security Title and Guar- 
anty Company, a Director of Lincoln 
Hall and a member of the Mortgage 
Committee of the New York Real 
Estate Board. 


Friends of the late George H. 
Schmidt, who until his untimely 
death last year, was president of The 
litle Guarantee Company of Balti- 
more, have organized The George H. 
Schmidt Memorial Fund, which will 
assist in the construction of a Cardio- 
Vascular Laboratory at Mercy Hos- 
pital in Baltimore. Mr. Schmidt was 
assisting in a building fund for this 





hospital at the time of his death and 
friends and associates decided that it 
would be a suitable memorial to him 
to carry on the work in this fashion. 
Harry E. Karr, Jr. and I. H. Ham- 
merman, II are directing the me- 
morial fund project and contributions 
could be sent direct to The George 
H. Schmidt Memorial Fund, 104 St. 
Paul Street, Baltimore 2, Maryland. 


Jersey Mortgage Company, Eliza- 
beth, N. J. announced that Robert G. 
Guempel and Sefton Stallard were 
appointed vice presidents. Both have 
served as assistant vice presidents 
since 1954. 

Mr. Guempel is the officer in charge 
of the Company’s commercial mort- 
gage department which handles the 
origination and sale of mortgage loans 
on business, industrial and apartment 
house properties. He is assisted by 


Lewis H. VanCleft, Jr. 


R. G. Guempel 





Sefton Stallard 


Mr. Stallard will be the officer in 
charge of originating and selling mort- 
gage loans on one family residential 
houses, including construction lending 
and tract developments. He is as- 
sisted by Frank G. Reinfurt. 

During 1959 the Company closed 
approximately $24,000,000 in all 
types of loans and its originations 
were well over $30,000,000, the large 
percentage of which were on one- 


family house dwellings 


James R. Sterling has been ap- 
pointed assistant vice president of 
Advance Mortgage Corp., Detroit, 
Irving Rose, president, announced. 
Sterling will have charge of the orig- 
ination of FHA and VA loans in the 
Detroit office. He formerly was sales 
manager for Beauty Built Homes, De- 
troit, and his mortgage banking ex- 
perience includes the position of es- 
crow officer with Burton Abstract 
and Title Co., Detroit, for which he 
handled mortgage closings and land 


escrows. 
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Richard A. Rauch, a member of 
the faculty of Indiana University, has 
been appointed head of the mortgage 
division of Seay & Thomas, Inc., 
Chicago. Rauch, who is currently an 
instructor in real estate finance at the 
Indianapolis Extension of the Uni- 
versity, is a graduate of MBA’s School 
of Mortgage Banking. 


The Bryant-Johnson Mortgage 
Company at San Francisco has been 
incorporated and Willis R. Bryant 
was elected president; Ross Johnson 
was elected vice president and secre- 
tary and David Ash Johnson was 
named vice president and treasurer. 
The firm was organized in 1948 and is 
correspondent for Massachusetts Mu- 
tual; Bankers Life of Nebraska; Ohio 
National Life: Northwestern Life of 
Seattle and Standard of Portland. 


Directors of the State Mutual Life 
Assurance Company of America 
elected H. Ladd Plumley chairman 
of the board and president. He has 
been president of the 116-year-old life 
insurance firm since 1951. He joined 
State Mutual in 1945 to become head 
of the newly organized group divi- 
sion. He was advanced to vice presi- 
dent in 1947 and became a director 
in 1950. 


Albert G. Mager, Jr. has been 
elected president of the Mager Mort- 
gage Company in Oklahoma City, 
succeeding Waldo J. Bashaw, who 
will remain active as a director and 
executive vice president in charge of 
the firm’s Tulsa office. In resigning 
as president, Mr. Bashaw’s action was 
in keeping with the policy of the 
company to continually shift greater 
operational responsibility to the 
younger men in the organization. 
Albert G. Mager, Sr. continues active 
as chairman of the board of this 48- 
year-old mortgage company. 

Mr. Mager, Jr., a graduate of Yale 
University, joined the firm in 1946. 
Holding various positions, he has 
served as vice president in charge of 
the Oklahoma City office for the past 
five years. In addition to his new 
position as president of the Mager 
Mortgage Company, he is a partner 
in the Mager Insurance Agency, an 
officer and director of the Home 
Building Corporation of Oklahoma 
City and a director of the Mid- 
America Life Insurance Company. 











Charles F. Curry and Company of 
Kansas City, which absorbed the 
Deming Investment Company of Os- 
wego, Kansas in recent years, held a 
testimonial dinner honoring R. O. 
Deming, Jr., president of the Deming 
Company and now vice chairman of 
the Curry firm. 

Deming Investment Company was 
founded in i880, thus the Curry cele- 
bration was in the nature of an 80th 
Anniversary. The Deming firm is one 
of the truly pioneer mortgage bank- 
ing firms in the nation and was the 
first mortgage company chartered by 
Kansas in 1880. It entered Okla- 
homa while that State was still a ter- 
ritory and filed the second mortgage 
of record in Oklahoma City. During 
its seventy-five years of existence the 
company loaned more than $800 mil- 
lion, a great deal of it in pioneer 
territory. At the testimonial dinner 
honoring Mr. Deming associates pre- 
sented him with a portrait of him- 
self. Mr. Deming is a former presi- 
dent of MBA, as was his father before 
him—the only father son com- 
bination the Association has ever had. 


and 


Among the special guests who at- 


tended the dinner Homer C. 
Bastian, president Fidelity Investment 
Company, Wichita, who paid tribute 
to Mr. Deming, saying that he had 
“done more for mortgage banking 
than any other man in the United 
States.” Another guest, King Upton, 
vice president, First National Bank of 
Boston, discussed Deming’s ability to 
“out-trade any New England savings 
bank.” 

Other guests included Ames L. Gill, 
president of the Richard Gill Co., San 


were 





Antonio; John H. Scott, Scott Mort- 
gage Co., Pittsburgh; A. H. Perry, ex- 
ecutive vice president of the St. Louis 
Insurance group, and Eugene Bailey, 
a former employee, now of Miami, 
Fla. 

One of the country’s largest mort- 
gage banking institutions, Stockton, 
Whatley, Davin & Company with of- 
fices throughout Florida, recently sold 
150,000 shares of additional common 
stock to a group of private investors 
to provide additional funds for ex- 
pansion of activities. The group is 
headed by J. E. Davis, chairman of 
Winn-Dixie Stores, Inc., one of the 
largest retail grocery chains in the 
country. Stockton, Whatley, Davin 
operate eleven offices in Florida and 
a subsidiary in Puerto Rico and serv- 
ices more than $400,000,000 in mort- 
gages. The Company is celebrating 
its 75th Anniversary this year. 

More than 700 of Baltimore’s civic, 
political and religious leaders gath- 
ered recently at a testimonial dinner 
to pay tribute to William C. Rogers, 


Sr., president of the Maryland Mort- 
gage Company. The occasion was his 
70th birthday; more specifically, it was 
a tribute to a long list of philanthropic 
enterprises in which Mr. Rogers has 
played prominent roles. 


Howard M. Murphy, formerly as- 
sociate general counsel of FHA in 
Washington, is now associated with 


Simmonds, Culler, Damm & Cole- 
burn, attorneys and counsellors at 


law, Arlington, Virginia. 

Paul J. Goben has been appointed 
superintendent of the mortgage loan 
department of The State Life Insur- 
ance Company of Indianapolis, ac- 
cording to Robert E. Sweeney, Chair- 
man. 

Mr. Goben has been associated with 
State Life since June, 1940. He has 
been assistant superintendent of the 
mortgage loan department and now 
takes the position vacated by the re- 
cent retirement of Francis E. Turner, 
Jr. Frank A. Layman, former assist- 
ant counsel, has been named counsel 
of the mortgage loan department. 





NOW 





MORTGAGE 


CHICAGO + 105 W. Adams St. 
DETROIT + 234 State St. 

CLEVELAND * 75 Public Square 
MILWAUKEE ¢ Bankers Building 


DAYTON + 1449 Third National Bidg. 
GRAND RAPIDS + 1006 McKay Tower 





COMPLETE OFFICES 


servicing Residential, Industrial 
and Commercial 


- ADVANCE 


CORPORATION 


CINCINNATI * 910 Mercantile Library Bidg., 414 Walnut St. 


Mortgage Loans 

















THE MORTGAGE BANKER « February 1960 45 








H. E. Peterson, who has been vice 
president in charge of the mortgage 
loan and real estate division of The 
Life Insurance Company of Virginia, 
Richmond, has retired and has been 
succeeded by R. Meade Christian. 
William D. Butler has been named as- 
sistant vice president in the mortgage 


ind real estate division 


The 44th annual convention of the 
Texas MBA will be held May 11 
through 13 in Galveston, Robert W 
Drye, Houston, president, announced 

M. J. Mittenthal of Dallas, Texas 
MBA vice president, is convention 
chairman, while Travis Traylor of 
Houston is serving as co-chairman 
with Mr. Mittenthal in planning the 
convention program 

As in 1958, this year’s Texas MBA 
sessions will headquarter in the Gal- 
vez Hotel on the Galveston beach. 
Initial business sessions of the 44th 
annual convention are slated to start 
the morning of Thursday, May 12, 
preceded by a convention-opening re- 
ception the night of Wednesday, May 
11. The business sessions of the con- 
vention will continue through Friday, 


May 13 


ROAD TO BETTER LIVING 
Continued from page 41 
meeting in the evening is a typical 

schedule 

Investment groups also have shown 
a keen interest in the film and have 
asked for bookings. The only promo- 
tion by City Bond was a simple letter 
sent out to the executive secretary or 
program chairman of each of some 
800 organizations such as churches, 
civic clubs, chambers of commerce. 
etc., telling them about the film and 
its availability for group meetings. 


‘City Bond feels that this has been 
one of the very best advertising me- 
diums it could have and the good 
will it has developed has long since 
more than paid for the company’s 
investment in the film and equip- 
ment,” said Vice President Knappen- 
berge! 

Io repeat, members who want to 
purchase a print can do so for $150 
or $250 a print with an individual- 
ized trailer containing an advertising 
message of 15 words or 13 seconds. 
Purchase orders should go to the 
MBA national office by using the cou- 
pon on page 41 


46 THE MORTGAGE BANKER + February 1960 











‘Delighted to see you, sir... 
if you have money to invest”’ 





Of course the old Romans and young legionnaires at 
Mortgage Associates aren't quite that blunt! But we are 
enlarging our investor group, and we do welcome inquiries 
from savings banks, trust departments, S&Ls, pension 
trusts, retirement funds, private investors ... we're out of 
breath, but do contact Mortgage Associates and do it today. 


3 MORTGAGE ASSOCIATES, INC. 


125 E. Wells St. + Milwaukee 2 « BRoadway 6-6633 


A SERVICE OF CHARACTER, MANAGED BY MEN OF IMAGINATION 


If you want to rent a print, your Street, San Francisco; or 1108 Jack- 
inquiry should be addressed to Asso- son Street, Dallas. 
ciation Films, Broad at Elm, Ridge- Television distribution is handled 
field, N. J.; or 561 Hillgrove Avenue, by Sterling-Movies U.S.A. Inc., 375 
La Grange, Illinois; or 799 Stevenson Park Avenue, New York. 























WE MAINTAIN A NATIONWIDE MARKET IN 


FNMA COMMON STOCK 


BLOCKS @® ROUND LOTS @ ODD LOTS 


AND 


FHA DEBENTURES 


Please call or write—Mr. Clarence W. Ostema 


CHILDS SECURITIES CORPORATION 


A Subsidiary of 
c. F. CHILDS and COMPANY 


The oldest house in America specializing in Government Securities 


ONE WALL STREET NEW YORK 5, N. Y. 
Telephone WHitehall 4-7100 Teletype NY 1-2340 
Chicago «+ Beeston «+ Pittsburgh «+ Clevelond «+ St. Lovis « Denver 

















BIGGEST BUILDING DECADE 


(from page 26) 


These then are two important areas 
where the future market for building 
materials may be underestimated. 

The 1960’s as a whole present a 
much greener pasture for home build- 
ing than their beginning. Financing 
difficulties of the present may reap- 
pear from time to time, but for the 
long pull the Sixties promise to be 
the biggest home building decade in 
our history. 

The groundwork was established in 
the bumper baby crops of the Forties. 
Young people who were born in the 
war and immediately afterwards will 
be reaching marriageable age in the 
Sixties, with new and larger baby 
crops to follow. A fairly conservative 
estimate is that in the next decade, 
our population will grow by about 34 
million people, roughly the equivalent 
of the total present population of 
Canada, Cuba and Australia com- 
bined. In effect, we will be adding 
the Chicago metropolitan area, sub- 
urbs and all, every two years. This 
means a tremendous new market, not 


Home of select 


: Mortgage 


Investments 


) in St. Louis and suburbs 





only for housing but for nearly every- 
thing else. 

The real upsurge will 
immediately, but in the middle and 
later Sixties, when the children born 
in 1945 and later graduate into adult- 
hood. From about 1965 to 1970 
household formation should increase 
by at least a million a year on the 
average compared to an actual aver- 
age annual increase of 840,000 be- 
tween 1953 and 1959. 

In addition, our current replace- 
units is 


come, not 


ment rate of dwelling very 
low, probably not more than 300,000 
to 400,000 units a Since it 
would take well century to 
replace our present housing stock at 
this step up re- 
placement if we are to provide any- 
where near adequate housing for fu- 
ture generations. 

Taking these and other factors into 
consideration, it appears that we shall 
have a basic housing demand for at 
least 1.5 million units per year on the 
average in the later 1960’s. Year to 
year totals will vary, of course, ac- 
cording to the money situation and 
other considerations. 


year. 
over a 


low rate, we must 


Call 





SOLON GERSHMAN, 
President 


12 So. Hanley 
St. Louis 5, Mo. 


This is not to say that once we are 
well into the 1960's, there will be no 
other serious problems facing the 
home building industry. On the con- 
trary, there will be headaches, some 
of them acute. 

Available land in metropolitan 
areas will be at a premium. Some 
marked changes in the “product mix” 
of housing may be necessary to ac- 
commodate the vast growth in these 
areas where about 70 per cent of us 
will be living by 1970. And there will 
be problems of financing, of commu- 
nity services, and of transit. 

We must find ways of organizing a 
better market for and 
develop an orderly means of junking 
dwellings that have outlived their use- 


used houses, 


fulness. 

And overshadowing and encompass- 
ing all of these problems, in the words 
of a joint report of the Building Re- 
search Advisory Board and the Build- 
ing Research Institute, is the matter 
of “finding ways to provide decent 
housing within the financial grasp of 
all our people.” 

As always, the problems are chal- 
lenges, obstacles are opportunities. 





or write for detailed information today 


ershman 


INVESTMENT CORP. 


PArkview 5-9300 
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Trustees of The Bowery Savings 
Bank, New York, elected Elbert B. 
Schenkel, a vice president. He 


promoted from assistant vice presi- 


was 
dent 


George W. Warnecke and Com- 
pany, Inc., New York, announced the 
election as vice presidents of Charles 
A. Ruberl, Jr. and Raymond L. Mil- 
ler, Jr., and of John A. McCarthy to 
Treasurer. Mr. Ruberl has been with 
the Warnecke organization since 1955, 
before which he over twenty 
years in real estate and mortgage ad- 
ministration with the Kings County 
Savings Bank and South Brooklyn 
Savings Bank, both of Brooklyn, New 
York. Mr. Miller joined the firm in 


1953, and has specialized in the re- 


spent 


financing of existing properties and 
the origination of mortgage financing 
for the larger income producing com- 
mercial and residential building 
McCarthy, 
the War- 
His ex- 


The new treasurer, Mr 

with 
necke 1954 
perience in banking includes two years 
with the Controller’s Division of the 


dates his association 


interests from 


Guaranty Trust Company, now Mor- 


Trust, New York 


gan Guaranty 


Milford A. Vieser, financial vice 
president of The Mutual Benefit Life 
Newark, 


elected to the board of directors and 


Insurance Company, was 
named executive vice president at the 
company’s annual meeting. He suc- 
ceeds John S. Thompson, former pres- 


ident, who becomes director emeritus. 
Mr. Vieset 
accountant 
Banking and 


began his business ca- 
De- 
Insurance 


reer as an with the 
partment of 
of New 
City Mortgage Guaranty Company of 


Newark, where he 


secretary-treasure! 


Jersey. Later he joined the 
served as assistant 
from 1924-26. He 
later became secretary-treasurer of the 
Franklin Mortgage and Title Insur- 
ance Company, where he advanced 
to executive vice president in 1931 

Mutual Benefit 


treasurer 


He joined Life in 
1942 


elected vice president in 1949 and has 


as assistant He was 


been financial vice since 


1954 


president 


He was president of New Jersey 
MBA in 1952 and is past president of 
the New Jersey Title Insurance Asso- 
ciation 


John R. Van der Zee, vice president 
of the California Bank, Los Angeles, 
has been elected to the new post of 
vice president and director of produc- 
tion for Western Mortgage Corpora- 
tion, Los Angeles, Jack Irvine, presi- 
dent, announced. 

Western Mortgage the 
Metropolitan Life in the mortgage 
field in all of California except for San 
Bernardino and San Diego counties. 


represents 


In his new position, Van der Zee 
will be responsible for operations at 
both the company’s Los Angeles and 
San Francisco offices. He also will 
implement Western Mortgage’s ex- 
pansion program which has been initi- 
ated to enable the company to meet 
the tremendous building requirements 
projected for California in the next 
10 years, Irvine said. 





@Obituaries 





WATT WEBB, JR. 


A long-time member of MBA and 
familiar face at Association meetings 
for two decades has died. Watt Webb, 
Jr., president of the Missouri Bank 
Trust Co., Kansas City, died at 


the age of 72. 


and 


A member of a pioneer banking 
family in Kansas City, Mr. Webb 
had engaged actively in banking more 
than half a century. 

He began his career at the Missouri 
Savings Bank and company, 
which was organized by his father, 
Watt Webb, Sr., in 1891 as the Mis- 
souri Savings Bank. 


Trust 


He had served as state vice presi- 
dent of the savings bank division of 
the American Bankers Association of 
Missouri, treasurer of the Kansas City 
Clearing House Association and a di- 
rector of the Business District League. 


IVOR B. CLARK 

Ivor B. Clark, Sr., chairman of 
Ivor B. Clark, Inc. of New York, died 
after a short illness. He was a former 
Governor of the Real Estate Board 
of New York and served on the Met- 
ropolitan Fair Rent Committee. He 
was active in many civic enterprises 
in New York and was a founder of 
the Albert Einstein College of Medi- 
cine and a member of the Executive 
Committee. 
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PERSONNEL 


AND BUSINESS NEEDS 
In answering advertisements in this column, 
address letters to box number shown in care of 
The Mortgage Banker, 111 West Washington 
Street, Chicago 2, Illinois. 











Executive mortgage officer for management 
of large established FHA-VA mortgage co. 
in South Florida. Give qualifications, age 
and salary. Write Box 634. 


MORTGAGE MAN SEEKING 
POSITION 
Young executive, mortgage background 
and education. Five years working experi- 
ence, administrator large midwestern re- 
gional office; placement, FHA, VA, con- 
ventional mortgages with investors all 
types; mortgage market analysis; real es- 
tate sales; property management; residen- 
tial construction. Working knowledge of 
midwestern and eastern markets. Will re- 
locate. College graduate, Finance-real es- 
tate. Interviews MBA Chicago Conference 
or elsewhere. Résumé available. Write 
Box 635. 
REAL ESTATE APPRAISER, 
M.A.I., A.S.A. 

Fifteen years experience in all types of 
valuation. Thoroughly familiar with con- 
ventional mortgage work. Traveled widely 
as field mortgage inspector for large east- 
ern life insurance company. Intimate 
knowledge of Metropolitan Washington, 
D. C., market. One year in Hawaiian 
Islands doing economic studies. Good real 


estate knowledge of Los Angeles and 
Kansas City and Omaha. For detailed 
credentials, write Box 636. 


Mortgage Executive Available—College 
major, Law and Accounting. Age 43. 
Twenty years experience. Has set up com- 
plete operations for home manufacturing 
companies. Investor, large banking and 
broker contacts. Will establish and operate 
maximum Revolving Line of Credit. Thor- 
ough working knowledge Land Develop- 
ment programs. Licensed insurance agent. 
Excellent knowledge bond market, gov- 
ernment securities, Federal Reserve Board 
controls, money market changes and laws 
of economics as affecting yields. Write 
Box 637. 

Excellent opportunity for young man in 
large, fast growing mortgage banking firm 
covering Washington, D. C., Maryland and 
Northern Virginia. Please state age, edu- 
cational background, previous experience 
and salary desired. Enclose photograph. 
Write Box 638. 


POSITION WANTED 

10 years’ experience FHA, VA, Conven- 
tional Loans. Broad experience processing, 
servicing, closing, appraising, marketing, 
warehousing, interim financing, FNMA. 
Managed large plaza for 5 years. 15 years 
Real Estate Broker. Experienced in Land 
Development. Insurance Broker. Will re- 
locate. Write Box 639. 


This column has come to be known throughout 
the country as a forum for companies seeking 
personnel or people seeking new connections in the 
mortgage industry. There have been many meet- 
ings-of-minds because of advertisements inserted 
here. The cost is low, 60¢ per word. If you have 
an advertisement you wish placed, merely set forth 
the essential facts of what you want to say, send 
it to the Advertising Manager for editing and it 
will appear in the next scheduled issue. 


MINNESOTA TITLE means 


PROMPT SETTLEMENT* 


“ 

S ATISFACTION is guaranteed when prompt 
settlement of claims is a company policy. At 
Minnesota Title we feel that quick, complete 
claim settlement is our best advertising. 


The claim illustrated above demonstrates this 
philosophy. Our insured notified us of the filing 
of several mechanic’s liens which had priority to 
his mortgage. (The lien waivers we relied on 
were forged.) We satisfied the liens within hours 
of the establishment that the waivers were 
forgeries. 


Naturally not all claims are so clear-cut that 
they can be handled as quickly. But we do what 
we can to give meaning to our belief that a 
prompt, properly settled claim is not only satis- 
fying to the customer but also beneficial to our 
company and the title profession. 








Jmez JnsuRANCE Company 
OF MINNESOTA 
400 Second Avenue South FEderal 8-8733 Minneapolis 1, Minnesota 


Capital, Surplus and Reserves in Excess of $4,500,000 
ARKANSAS FLORIDA GEORGIA KANSAS KENTUCKY LOUISIANA 


MINNESOTA MISSISSIPPI MISSOURI MONTANA NEBRASKA 

NORTH CAROLINA NORTH DAKOTA OHIO SOUTH CAROLINA 

SOUTH DAKOTA TENNESSEE UTAH WEST VIRGINIA WISCONSIN 
WYOMING 








In 1869 a golden spike driven at Promontory Point, 
Utah, joined the East and West with the first transconti- 
nental rail route. Eight years before this epic event, 
Kansas City Title Insurance Company had its beginning. 
Behind every Kansas City Title policy stands the experi- 
ence and financial strength of nearly a century of continu- 
ous expansion. 








Highball through mortgage transactions 
with Title Insurance Don’t let mortgage transfers get sidetracked 


by title troubles. Investors expect and are entitled to guaranteed security against title 
losses due to prior title defects. A Kansas City Title policy is the clear-track signal. Insist 
upon this protection in every mortgage transaction. 


Call in a Kansas City Title agent today. He can help you “highball” through mortgage 
transactions at a profitable pace. 


Branch Offices: 
Baltimore, Maryland, 210 North Calvert St. 
Little Rock, Arkansas, 214 Lovisiana St. 


Nashville, Tenn., S.W. Cor. 3rd & Union St. 
Alabama, Arkansas, Colorado, Delaware, Florida, Georgia, Indi- Jackson, Miss., 206 Medical Bidg. 


ana, Kansas, Louisiana, Maryland, Mississippi, Missouri, Montana, 518 E. Capitol St. 
Nebraska, Nevada, N. Carolina, S$. Carolina, Tennessee, Texas, Denver, Colo., 407 Columbine Bidg., 


Utah, Virginie, Wi in, W . ' istrict of a 1845 Sherman St. 
ah, Virginia, Wisconsin, Wyoming, and the District of Columbia Greensboro, N. C., 317-18 Southeastern Bldg. 


Directory of Agencies furnished on request. 


Licensed in the following states: 





* — Me 
Aansas (ity Title “Since 1861” 
Susurance Company Capital, Surplus and Reserves Exceed $6,000,000.00 


925 Walnut, Kansas City 6, Missouri 





Yay 












